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VALUES IN FOOTWEAR 


ae ae important 


Actual experience with the cheap and shoddy by the 
consuming public is having its reaction back to a keener 
appreciation of quality. 

Footwear manufacturers are second to none in their 
understanding of the importance of maintaining the utmost 
of quality for their respective grades. 


Quality is paramount with those having national reputations 
to sustain. With these EISENDRATH CALF is a favorite, 


because it is not a price product. 





B. D. EISENDRATH TANNING CO. 


RACINE ® WISCONSIN 
CHICAGO—130 N. Wells St. BOSTON—195 South St. 


Made of 
Color No. 4 
Eisendrath 
Custom Calf. 


Manufacturer’s name 
on request. 


-ISENDRATH 
Cay 


When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


Ettorts of 


to set up an organ- 


“racketeers”’ 
ization of retail display and instal- 
lation men in Chicago, have met 
with spirited opposition by window 
men individually and by mer- 
chants supporting them against 


the racket. The Chicago Display- 
men’s Club pointed out that the 
nature of the work done by display 
men does not lend itself to union- 
izing because of the skill and 





artistry involved and that the men 
themselves oppose attempts at or- 
ganizing them into a “racket 
union.” 

Through the so-called Secret 
Six of the Chicago Chamber of 
Commerce, a complete investiga- 
tion was made, indicating the 
existence of grounds for criminal 
action against the alleged rack- 
eteers. Headquarters of the union 
involved and an alleged display 
service were raided but no prose- 
cutions resulted because of the 
failure of victims to testify. 


* * * 


H. G. Robinson, 
Robinson-Bynon 
Auburn, New 


president of 
Shoe Company, 
York, says: 
“Why not start with the truth 
in your advertising, then you will 
always find it easy to stick to the 
same story? Why not call a spade 
a spade and be done with it? You 


don’t lose anything by being 
frank. People like it. Besides 
it makes you stand out from the 
crowd. 

“I don’t believe there is any 
mysterious formula to success in 
advertising. To me it represents 
a study of human reactions in 
which the good old principles of 
honesty, frankness and a desire to 
serve play an important part.” 

In these few words, Mr. Robin- 
son sums up his own experience in 
advertising. During the past few 
years his company has told its 
story in a humanly simple, sin- 
cere and believable way. No ex- 
aggerations of any kind have been 
permitted in its advertising. That 
this policy is sound is proved by 
the way the public has responded 


to it. 
* ok x 


deus Adler 


is showing in his New York 
stores oxfords made in Trench 
Leather in the natural light khaki, 
flesh finish. Three of the shoes 
are covered with pen and ink 
drawings, wise-cracks and “gag 
lines” similar to those decorating 


collegiate flivvers and raincoats. 











The very latest novelty is for the 
lad-about-town to make his shoes 
more conspicuous by pen and ink 
drawings in the rough. 

It’s a great window attraction 
for it packs the punch of humor 
in an eyeful. 


Bright Ideas ! 


always patentable. 
The U. S. Supreme Court once 


They’re not 


commented: “It is never the ob- 
ject of the patent laws to grant a 
monopoly for every trifling de- 
vice, every shade of an_ idea, 
which would naturally and spon- 
taneously occur to any skilled 
mechanic or operator in the ordi- 
nary process of manufacture.” 
x * * 





F ita 
Third Strike for the little inde- 
pendent shoe repair shop? That’s 
the question that A. V. Fingulin, 
editor of Shoe Repair Service asks 


in his October editorial. He starts 
off by saying: 

“Elsewhere in this magazine 
there appears an article entitled 
‘Shoe Repairing—Is It a Busi- 
ness?’ It appeared recently in the 
magazine Boot AND SHOE ReE- 
CORDER, one of the most widely 
read magazines going to the shoe 
dealer. As we finished reading that 
article we said to ourselves: ‘Now 
then, just what is the meaning of 
all this? Is it ‘strike three, batter 
out,’ or what? 

“ «Strike one’ was the chain shoe 
repair shop. ‘Strike two’ was the 
department store shop. Is the shoe 
store shop which the Boot AND 
SHOE REcorRDER urges to be ‘strike 
three’ or will the present shoe re- 
pair shop owners hit a home run? 
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Are they going to say, ‘What’s the 

use?’ and then lay down and die? 

Or will they accept this suggestion 

of shoe store shops as a challenge ?” 
¢ es 


‘Liweid and needle 
styles ! Cordings, bindings, pipings, 
weltings, pinkings and strippings 
are among the items used for ob- 
taining the dressmaking effects on 
feminine footwear. The designs 
for the use of them are legion. So 
we have the thread and needle ef- 
fects as an item of style of increas- 
ing importance. 

x * * 


D. F. Quigley 
of the Conrad Shoe Company says: 
“The one thing the matter with 
the men’s shoe business is that 
nothing new has been given the 
men in the past two years. They 
should have something extreme, 
but not radical. Right now it’s 
just a case of ‘medium’ this and 
‘medium’ that. The only thing 
that is selling is: Medium round 
toes, Medium French toes and 
Medium custom toes. Young 
men, who should be the big buyers 
of snappy shoes see nothing but 
staple black shoes. 

“Get the men’s business out of 
the MEDIUM staple class with 75 
per cent plain black shoes. Give 
‘em something new.” 

alas Saree 





Button Boots 


mark the politician. Surrogate 
O’Brien, Tammany candidate for 
Mayor of the City of New York, 
is photographed wearing high but- 
ton boots. They are part of his 
regular attire. He will have to 
have more than buttons to fill the 
shoes of Acting Mayor, Joseph V. 
McKee. 

Mayor McKee, in two brilliant 
paragraphs says: 

“New York City must take cog- 
nizance of the fact that as a mu- 
nicipal corporation it is not im- 








GOING TO SCHOOL? 


—lIn B. V. D. days (before the vicious de- 
pression), many of us had ceased to go 
to school, 

—We thought we knew all there was to 
know; we were so sophisticated we for- 
got there was such a thing as perpetual 
motion. 

—But today—what a difference. We are 
all humble in spirit as well as pocket- 
book. We are more than eager to learn 
what it’s all about. 

—That’s one of several good things the 
depression has done for us. 

—Adult education is very much in our 
thoughts these days. 

—The business paper has been and is the 
greatest factor in adult education. 

—Let us all go to school again and learn 
how to read, think and apply that which 
we learn. 

—The Recorder should be one of your 
schoolmasters during this most interest- 
ing development period that is ahead 
of us. 


Suced Ce. 


President. 





mune from the effects of economic 
causes that have curtailed the 
spending powers of individuals 
and private concerns. ; 
“Tt must take into consideration 
the fact that the conduct of its 
public affairs is based upon the 
same principles as that of private 
individuals, namely, that when its 
income has been diminished, its 
cost of maintenance and operation 
must accordingly be lessened.” 
2-8 


P. A. O'Connell, 


president of the E. T. Slattery 
Company, Boston, addressed the 
Boston Conference on Retail Dis- 
tribution and said: 

“The retailer must not wait for 
economic conditions to improve. 
We are the part of the economic 
machine that must start them im- 
proving. The greatest single need 
of business today is to restore con- 
sumer confidence, for it is from 
the consuming public that the 
initial impulse of improvement 
must come. Substantial headway 
in this direction already has been 
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made, and its fruits have been: seen 
during the past two weeks in the 
brisk increase in retail trade 
throughout nearly all parts of the 
country. This improvement is al- 
most entirely the direct result of 
increased confidence, for it has 
preceded, as it must, any substan- 
tial increase in employment or cor- 
porate earnings. 

“People now feel more confi- 
dence in the stability of commodity 
prices. With the advances that 
already have taken place in raw 
materials and certain manufac- 
tures, it is quite evident that an 
upward trend in retail prices is 
near at hand. Moderately rising 
prices stimulate buying. However, 
if recovery is to be sustained, there 
must also be confidence in the qual- 
ity of the merchandise we offer 
and confidence in our advertising, 
and the consuming public also 
must feel confident as to the secur- 
ity of their employment. Our job 
is to so conduct our retail estab- 
lishments as to encourage and 
create such confidence.” 

as 


Mitchel A. Cary, 


buyer of children’s shoes for the 
Frank Werner Company, San 
Francisco, says: 

“People are thinking more about 
quality and less about price in 
children’s shoes these days. Per- 
haps it is because wise mothers 
have found that wear and fit mean 
more to her than the initial ex- 
penditure for her child’s shoes, or 
perhaps it is the generalized trend 
toward quality that is felt in all 
lines of business. 


wd WE'VE GoT 
at itl 






ATI 


“Tt used to be the case that the 
first words out of the customer’s 
mouth (before she’d even tried the 
shoes on) were, ‘How much are 
they?’ But now it’s ‘Let’s see how 
they fit,’ or ‘What make of shoe is 
this?’ The general trend in the at- 
titude that customers take seems 
to bear out the theory that people 
are becoming ‘quality hungry.’ ” 
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J. L. Hodson 
tells “All About Shoes” in the 
English press, in the final line of 
his article: “The truth is that, 
remembering that walking remains 
one of our best and most pleasur- 
able exercises and the one to 
which, with age, most of us are 
confined, we do surprisingly little 
to study foot comfort. The pub- 
lic cannot be too frequently told 
that foot comfort is worth study- 
ing.” 


* * * 


WHAT IS GOLF? 


(Author Anonymous) 





Golf is a form of work made expen- 
sive enough for a man to enjoy it. It 
is physical and mental exertion made 
attractive by the fact that you have to 
dress for it in a $200,000 clubhouse. 

Golf is what letter carrying, ditch 
digging and carpet beating would be if 
those three tasks had to be performed 
on the same hot afternoon in short 
pants and colored socks by gouty-look- 
ing gentlemen who require a different 
implement for every mood. — ; 

Golf is the simplest looking game in 
the world when you decide to take it 
up and the toughest looking after_you 
have been at it 10 to 12 years. It is 
probably the only known game a man 
can play as long as a quarter, of a 
century, and then discover that it was 
too deep for him in the first place. 

The game is played on carefully se- 
lected grass with little white balls and 
as many clubs as the player can afford. 
These balls cost from 75 cents to $1.25 
and it is possible to support a family 
of ten people (all adults) for five 
months on the money represented by 
the balls lost by some golfers in a 
single afternoon. 

A golf course has eighteen holes, 
seventeen of which are unnecessary and 
put in to make the game harder. A 
“hole”. is a tin cup in the center of a 
“green.” A “green” is a small parcel 
of grass costing about $1.98 a blade 
and usually located between a brook and 
a couple of apple trees or a lot of “un- 
finished excavation.” 

The idea is to get the golf ball from 
a given point into each of the eighteen 
cups in the fewest strokes and the 
greatest number of words. 

The ball must not be thrown, pushed 
or carried. It must be propelled by 
about $200,000 worth of curious look- 
ing implements, especially designed to 
provoke the owner. 

Each implement has specific purpose 
and ultimately some golfers get to 
know what that purpose is. They are 
the exceptions. After each hole has 
been completed, the golfer counts his 
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strokes. Then he subtracts six and says, 
“Made that in five, that’s one above par, 
Ed.” “Shall we play for fifty cents 
on the next hole, too?” 

After the final or eighteenth hole, 
the golfer adds up his score and stops 
when he has reached 87. Then he has 
a swim, a pint of gin, sings “Sweet 
Adeline” with six or eight other liars 
and calls it the end of a perfect day. 

* * x 


Losin A. Schuler, 
editor of the Ladies’ Home Jour- 
nal, tells: “What Does the Cus- 
tomer Want?” 

“She wants to be remembered 
as the keeper of the family purse 
and the spender of the family in- 
come. 

“She wants fair play from the 
manufacturer and the retailer. 

“She wants a dollar’s value for 
a dollar spent. 

“She wants to pay prices that are 
lower than those of three years 
ago—but not so low as to elimi- 
ate quality. 

“Or else—she just will refuse 
to buy at all, and we shall see a 
serious revival of futile effort that 
was made last Spring to make 
shabbiness fashionable and hoard- 
ing a virtue. 

“We are in the midst of revolu- 
tion—just as surely a revolution 
as though guns were blazing. 
The bad manners and indifferent 
morals of the jazz nineteen-twen- 
ties are fast disappearing. The 
waste and extravagance of that 
decade are already gone. Keep- 
ing up the with the Joneses is 
wholly out of fashion. 
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“A new thrift is arising—not 
the old thrift of penny-pinching, 
but a new thrift of wise spending. 
For it is inconceivable that in the 
midst of the great civilization that 
we have built up, with all its won- 
derful advantages and opportuni- 
ties, we should return to the age 
of the horse and buggy and the 
kerosene lamp. 

“I have said many times, and | 
still firmly believe with the back- 
ing of many famous economists, 
that the turning point in this de- 
pression will come when the 
women of America—the great 
army of household buyers—regain 
confidence in the future and re- 
turn in full force to the stores and 
the markets.” 

*\ %2 


Md . 
O.-: biggest month 


at retail and our biggest week day 
in four years occurred in Octo- 
ber,” said the president of a New 
York group of high-grade shoe 
stores, “and this includes the 
boom months of 1929.” 

Here are some of the October 
indications: The biggest crowds 
in months on the streets and in the 
stores—not even excepting Christ- 
mas crowds; stocks of advertised 
merchandise in department stores 
practically exhausted and reorders 
being rushed for replenishment; ° 
an insufficiency of help in practi- 
cally every big store in the city, 
notwithstanding that most of them 
employed extras. 


Very Short Boy:—‘Put on extra thick soles, Mr. Jones. I’m going to the football game 


Saturday and | don’t wanna miss any of the scrimmage!’ 
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Look Out for Changes in 


Temper of the Style Conference Is to Move Into 
Spring and Summer with New Lasts for Women, 


New Types for Men and Foot Freedom for Children 


tie Styles Conference, 


as a means for writing a plan for orderly entry into 
a new season under the responsibility of the N.S.R.A., 
resulted in a two day session at the Hotel Astor, New 
York—sponsored by the National Shoe Retailers As- 
sociation, the National Shoe Travelers Association 
and the National Shoe Wholesalers Association. It 
was a job well done and creditable to its cooperators 
under the leadership of J. Gordon McNeil, general 
chairman. 

There is ‘something magnetic about a group of men 
and women getting into a style huddle and battling 
each specification from the viewpoint of its practica- 
bility some months hence. There were present mer- 
chants from all parts of the country—a goodly repre- 
sentative list and for highlight, Rube Metz flew from 
Chicago, Dr. Erwin Rumpf came from Germany and 
half a dozen shoe men dropped down from neigh- 
borly Canada. ° 


President Geuting told the story in a paragraph: 
“Every retailer present and every retailer who may 
read these remarks in the trade papers, should be 
impressed with their individual duties of keeping a 
deep interest in a style compact that recommends 
authoritatively that the general style tendencies of 
the advance season be based upon the knowledge 
from the merchants who have the responsibility of 
selecting in advance what the customer will buy. 

“If we work in concert, we can eliminate a good 
deal of waste and uncontrollable loss. All we are 
operating here today is a clearing house based 
upon first-hand and intelligent contact with the 
merchant, and through him, the consumer.” 

Trends and tendencies expressed by the various 
speakers will be printed by us in early issues of the 
REcoRDER but this news story presents the styles 
report. 

The first day’s session was in four clinics and the. 
final product of a day’s deliberation was the con- 
solidated report, presented in this issue. These work 
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meetings held greater attendance than any of the pre- 
vious style conferences. They were, in fact, the best 
part of the show. Let us highlight what was said: 


The meeting of the 


Women’s Style Committee opened with a brief dis- 
cussion of Spring Costume trends as a basis of shoe 
styling. Reports from Paris and the New York 
market were supplied by representatives of the fash- 
ion publications and the leather tanners. The con- 
sensus is that the high cut in clothes, with its im- 
portant influence on shoes, will be continued for 
Spring and will again make for higher cut footwear. 
Skirt lengths are not radically changed. Waistlines 
are dropping gradually to a lower line while further 
dramatizing of Patou’s hip-line waistline is expected 
in Spring costume lines. Sleeves are expected to be- 
come simpler, losing many of their Victorian ex- 
aggerations of this winter. Rough and crinkled 
fabrics will still be the important note, with the trend 
to smoother and firmer surfaces increasing steadily 
for formal wear. 

Colors accent three color families—First the new 
Neutrals — gray and beige. Second, the dusty 
pastels. Third, the “animated” or “sun” colors, 
which include such intense shades as hyacinth and 
bright rust. The staples, black, white, brown, and 
navy complete the list. 

As the Style recommendations progressed, the live- 
liest discussion centered about these three points: The 
Round Toe Last, the full leather-lined shoe punched 
to give the effect of Unlined Shoe and the position 





| We the Shoe Retailers 
rh Pere agree 
at this Style platk 

Shall grea fe Sins 

ummer 1933,.° 
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in the selling picture of The Light Neutrals, beige 
and gray. 

Again and again in the conference this question of 
the round toe cropped up. Last season attention was 
called to it as a tendency in several classifications. 
This year, many people felt, it should be accepted not 
as a tendency but as a fact, a fashion no longer on 
the way but definitely here. Whether or not it means 
new wood, it is demand from customers and from 
retailers which should be met. 

Sad experiences with unlined shoes evidently 
prompted some heated discussion and the final black- 
balling of the unlined idea. Even in the Sports group 
where it was agreed that unlined shoes logically be- 
long as a fashion classic, it was felt that suggesting 
them was too dangerous for the average store. The 
unlined effect, however, or the “softer construction” 
in all leather-lined, punched-through shoes was ad- 
mitted to the program for sports wear. 

Beige and gray, in spite of some opposition and 
head-shaking among the group, scored in all the day- 
time classifications. And in a number of leathers, 
kid, suede, and novelty grains. Whether beige in the 
late season would step ahead of white was finally in- 
dicated by giving first place to white and combina- 
tions in the classification of shoes for general wear. 
The gray chosen for promotion is a middle tone, 
substantially darker than the usual Spring gray. 
This gray, together with Sun Rust, are the two nov- 
elty Colors selected by the Color Card Committee. 
New suede-finish leathers appeared in the Sports 

[TURN TO PAGE 46, PLEASE] 
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N.S.R.A. Style Report for Spring 


Official Fashion Forecast Adopted, on 
Women’s, Men’s and Children’s Footwear 


vW 


Women’s Styles 


J. GORDON McNEIL, General Chairman 
E. C. ORR, Chairman 


Foreword: 


The demand for a rounder toe has established a definite 
trend for Spring, 1933, and the various heights and types of 
heels determine the occasion for which the shoe should be 
worn. This makes heels extremely important. The rounder 
toe is a carry-over from the vogue for sandals and unlined 
shoes, and has been emphasized by the demand for higher cut 
patterns. 


Early Spring 
Tailored Town Types for General Use, Including Corrective 
Shoes 
PATTERNS: 
1. Oxfords. 


a. Oxfords 1- to 4-eyelets. 
b. Gore effects and side fastenings. 
Nore: Tendency to higher cut oxfords. 
2. Pumps and step-ins. 
3 Straps. 
Not As to straps, the tendency is toward a wider strap, 
both pet and center, and the Sabot family. 


LASTS: 
Present types. 
Note: Attention is called to the growing importance of 
rounder toes. 


HEELS: 
10/8 to 18/8. 


MATERIALS: 
1. Kid and calf. 
2. Reptiles, alone and in combination. 
Note: Attention is called to patent leather alone and in 
combination and to fabrics, including smooth and some mesh 
effects, usually combined with leather. 


ae; 
Black. 

2 Brown to beige. This group will include all colors 
of brown and beige alone and in combination with 
each other, also reptiles. 

3. Admiralty blue. 

4. Grey. 


Late Spring and Summer 


PATTERNS: 
1. Tie-effects and oxfords. 
2. Straps, including sandal effects. 
3. Pumps and step-ins. 
Notre: Attention is also called to sports versions of sandals 
more closed up and punched through. 


LASTS: 
Present types. 
Note: Attention is called to the growing importance of 
rounder toes. 


EL»: ° 
10/8 to 18/8. 





Vv 


Vv 
MATERIALS: 
1. Kid and light weight calf. 
2. Fabrics, usually in combination with leathers. 
3. Novelty grains and reptiles. 
4. Patent. 
COLORS: 
1. White. 


2. Corosan (beige family). 
Notre: A few shoes in blue, black and brown are needed to 
replenish stocks. 


Active Sports 


January to June 


PATTERNS: 
1. Oxfords. 
a. Moccasins and moccasin effects. 
b. Brogue and saddle effects. 
2. Prince of Wales effects. 
3. Kiltie tongue effects. 
Nore: Attention is called to the importance of the monk 
type in this classification. 
Note: The Ghillie or Prince of Wales effects are fashion 
classics in active Sport shoes. 
Nore: Attention is also called to the full leather-lined shoe 
and the punched shoe in this classification. 


LASTS: 
Present types with round toes. 


HEELS: 
8/8 to 14/8. 


MATS Ais: 
Elk finished leather, calf and pigskin. 
2 Buck and calf combinations. 
3. All-over buckskin. 
4. All-over boarded and grain calf and elk in com- 
bination. 


Note: Attention is called to beige and gray in ooze and 
sueded finished leathers. 
Note: Perforation effects appropriately used regardless 


of type are very important. 


COLAPE: 
White and combinations. 

2 Beige and swagger brown. This group will include 
all shades of beige, alone and in combination with 
swagger brown. 

Note: A very new note is struck by closed-up sandals 
with flat heels and round toes used for active sports. 


For Spectator Sports Wear 
Early Spring 
PATTERNS: 
1. Oxfords. 
2. Trimmed pumps and one- and two-eyelet ties. 
3. Straps and sandals. 
Note: The newest interpretation of the pump is an eyelet 
_ with a pump line, with or without tongue or goring. 
Nore: The open throat oxford is still important and its new- 
est interpretation is a modernization of the Theo-tie, center or 
a fastening, with very narrow ribbons, ties or new types 
of laces. 


LASTS: 
Present types, with rounder toes. 


HEELS: 
12/8 to 18/8. The Cuban or Continental heel is correct 
for this type of footwear. 
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MATERIALS: 
1. Calf and kid. 
S Reptiles, pigskin and novelty grains that have sur- 
face interest. 
COLORS: 
1, Black. 
2. Brown to beige. 

Nore: This group will include all colors of beige and 
ag shoes and in combination with each other; also rep- 
tiles. 

3. Admiralty blue. 

Note: Grey should be considered from a high style view- 
pownt. 

Nore: The tip and foxing shoe is still a fashion classic 
and should be interpreted as such in retail stocks. 

Nore: Full leather-lined shoes, punched, that give the effect 
of being unlined, are still important. 


Late Spring 
MATERIALS: 
1. Kid and calf, punched or stitched. 
2. Pigskin and novelty grains that have surface interest. 
3. Suede, buckskin and sueded finish calf. 
4. Fabrics, including smooth and mesh effects, usually 
used in "combination with leather as trimmings. 


2. Natural and beige and some gray. 
Note: Attention is called to the sun colors in punched 
shoes and sandals. 
Note: Attention is also called to sports versions of san- 
dals more closed up and punched through. 


Types for Afternoon Wear 


Early Spring Season 

PATTERNS: 

1. Dainty oxfords. 

2. Sandal effects. 

3. Pumps trimmed and plain and step-ins, 

4. Light strap effects. 

Note: Attention is called to the sandal type’ of oxford. 

LASTS: 

Present types, 
— toe. 


HEE 
4/8 to 20/8. 
Note: A 22/8 heel with the new round toe has high 
fashion importance. 
MATERIALS: 
1. Kidskin and light weight calf alone and in combi- 
nation. 
2. Fabrics, alone and in combination. 
3. Suede-finished leathers. 
4. Patent leather. 
COLORS : 
1. Black. 
2. Brown to beige. 
3. Admiralty blue. 
4. Gray. 
Note: Attention is called to black with touches of white, 
neutrals or colors in the form of pipings or small trims. 
Note: The more practical versions ofthe sandal in this 
classification are far more important than the slashed and cut- 
out models derived from the evening mode. 


Types for Afternoon Wear 
Late Spring Season 
PATTERNS: 


1. Sandal effects. 

2. Pumps and step-ins. 
3. Dainty oxfords. 

4. Light strap effects. 


with an increasing tendency to the 


MATERIALS: 
1. Kid and lightweight calf. 
2. Fabrics. 


Note: Attention is called to ‘novelty grains and suede 
finishes in white, beige or sun colors. 


COLORS: 
1. White 
2. Corosan. 


3. Sun colors and pastels. 
Nore: A few shoes in blue, black and brown are needed to 
replenish stocks. 
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Evening Slippers 
Santoro 
Sandal effects. 
2, Pumps, plain and trimmed. 
LASTS: 
1. Present types, with increasing tendency to rounder 
toes. 


HEELS: 
15/8 and up. 


MATERIALS: 
1. Dyeable materials. 
2. Jeweled and colored pastel suedes. 
3. Gold and silver kid. ; 
Nore: Attention is called to silk kid as trimming on sum- 
mer evening slippers. 





Womens Volume Styles 


Tailored Town Types for General Use Including 
Corrective Shoes 


For Early Spring 
PATTERNS: 
1. Oxfords and tie effects. 
2. Pumps and step-ins. 
3. Straps. 
LASTS: 
Present types, with a growing tendency toward round- 
er toes, except in corrective types. 


ELS: 
10/8 to 18/8. 
MATERIALS: 
1. Kid and calf. 
2. Reptiles alone and in combination. 
_ Note: Fabrics and patent leather are worthy of considera- 
tion. 
COLORS: 
1. Black. 
2. Brown to beige, including all colors of beige and 
brown alone and in combination. 
3. Admiralty Blue. 
Note: Grey may gain in popularity. 


Late Spring 

PATTERNS: 

1. Oxfords and tie effects. 

2. Pumps and step-ins. 

3. Straps. 
LASTS: 

Same as for Early Sprring. 
HEELS: 

10/8 to 18/8. 


MATERIALS: 


1. Kid and light weight calf. 
2. Fabrics in combination with leathers. 
3. Novelty grains and reptiles. 

Note: Pig and pebble grains are important. 
4. Patent leather. 


COLORS: 
1. White. 
2. Beige. 


Note: In corrective types of shoes, black, brown, and 
blue will retain their importance. 


Active Sports — January to June 
PATTERNS: 
1. Oxfords 
a. Moccasins and moccasin effects. 
b. Brogue and saddle effects. 
Note: Kiltie ties, monk, and ghillie types possess possibil- 
ities of importance. 











LASTS: 
Present types with a tendency to modified round toes. 
HEELS: 
8/8 to 12/8. 
MATERIALS: 
1. Elk finished leathers, calf and pigskin. 
2. Buck and calf combinations, 
3. All-over buck. 
4. All-over boarded and grain calf and elk in com- 
bination. 
Note: Attention is called to beige and white suede-finished 
leathers. 
Note: Perforated and ventilated effects will be important. 
COLORS: 
1. Brown and beige. 
2. All white and white in combination. 


Spectator Sports Wear — Early Spring 


PATTERNS: 
1. Oxfords. 
2. Trimmed pumps and step-ins and one- and two- 
eyelet ties. 
3. Straps and sandals. 
LASTS: 
Present types with medium round toe. 
HEELS: 
12/8 to 18/8. 

Note: Cuban or Continental heels are correct for this type 
of shoe, and leather Cuban heels will continue in popularity. 
MATERIALS: 

1. Calf and kid. 
2. Novelty grains and reptiles, alone or in combina- 
tion. 
COLORS: 
1. Brown to beige. 
2. Black. 
3. Admiralty Blue. 


Late Spring 
PATTERNS: 
Same as Early Spring. 
Note: Tip and Foxing Shoe is still a popular type. 
Note: Full leather-lined shocs, punched, giving an unlined 
effect, are still important. 
LASTS: 
Same as Early Spring. 
HEELS: 
Same as Early Spring. 
MATERIALS: 
1. Kid and calf, punched or stitched. 
2. Pig and novelty grains with a surface interest. 
3. Suede, buck, and suede finish calf. 


4. Fabrics. 
COLORS: 
1. White. 


2. Natural and Beige. 


GEORGE N. GEUTING, Chairman 


Foreword 


Because of the uncomfortable financial pressure of the 
past few seasons, retailers have gone along, running their 
businesses on as slim stocks as possible. The result has 
been that style in men’s footwear has drifted into the back- 
ground. Now that we know we will not have to go through 
a period of serious depreciation again, this is behind us. 
We can turn our attention to a revival of style, which must 
be accomplished in order to effect additional unit sales. 
Today, men’s shoes average 30 per cent cheaper in price 
than last year, and, of course, a far greater per cent cheaper 
than two and three years ago; so, in order to keep up our 
volume, we must sell more units. 

We, therefore, want to dedicate this report to the unusual 
opportunity of bringing back the average merchant and con- 
sumer to a consciousness of men’s shoe style, and this will 
be done in cooperation with other branches of the men’s 
apparel industry. The entire meeting of the men’s committee 





Men's Style Committee Report 
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Afternoon Wear — Early Spring 


Note: The demand for a rounder toe has established a 
definite trend for spring 1933, and the various heights and 
types of heels determine the occasion for which the shoe 
should be worn. This makes heels extremely important. 
The rounder toe is a carry over from the vogue for sandals 
and unlined shoes, and has been emphasized by the demand 
for higher cut patterns. 

PATTERNS: 
1. Pumps, trimmed and plain, and step-ins. e 
2. Dainty oxfords. 
3. Sandal effects. 
4. Light strap effects. 
LASTS: 
Present types with an increasing tendency toward a 
rounder toe. 
HEELS: 
14/8 to 21/8. 
MATERIALS: 
1. Kid and light weight calf, alone and in combina- 
tion. 
2. Fabrics, all over and trimmed. 
3. Patent leather. 
COLORS: 
1. Black. 
2. Brown to beige. 
3. Blue. 

Note: Attention is called to black with touches of white, 

neutrals, or colors in the form of piping or small trims. 


Afternoon Types for Late Spring 


PATTERNS: 
1. Sandal effects (straps, pumps, ties). 
2. Pumps, trimmed pumps, and step-ins. 
3. Dainty oxfords. 
4. Light strap effects. 


MATERIALS: 
1. Kid and light weight calf. 
2. Fabrics. 
COLORS: 
1. White. 
2. Corosan. 


3. Sun colors. 


Evening Wear 

PATTERNS: 

1. Sandal effects (straps, pumps, ties). 

2. Pumps, plain and trimmed. 
LASTS: 

Present types with an increasing tendency towards 

rounder toes. 

HEELS: 

15/8 and up. 
MATERIALS: 
Dyeable fabrics. 


GEORGE HESS, Vice-Chairman 


at this conference (which was the largest in our history) 
with one accord heartily concurs with this proposed program 
and such cooperation. Shoe retailers going into the coming 
season, should be prepared to furnish their men customers 
with summer footwear of all types. 

Information from nationally known men’s fashion experts 
who spoke before this committee is that the coming summer 
will see a tremendous interest in distinct summer types of 
light weight clothing, the sure development of which will 
necessitate new shoes for the average man. These experts 
have come before this committee in the past with style fore- 
casts which developed accurately and we, therefore, consider 
their recommendations authoritative. 

The renaissance in the. men’s wear industry, which definite- 
ly began a year ago, has taken such tangible form that its 
effect on the men’s shoe industry gives us an opportunity to 
exploit summer footwear and to look well after our mer- 
chandise. It is imperative that men’s shoe retailers shall tie 
up with this definite swing to the summer types of regular 
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footwear other than sport shoes which are sure to have a 
bigger sale. 

In conjunction with the entire men’s apparel industry which 
will exploit many new patterns, types, and materials during 
the coming year in clothing, hats, shirts, hose, undergarments, 
etc., we shall have shoes in shades of tan and brown to match 
and accent the new summer clothing colors. These will as- 
sure extra pairage sales. Such footwear should be vigorous- 
ly merchandised, to offset the present 90 per cent of black 
shoe sales, and the two commonly accepted “all-year-round 
shoe,” which has become a habit with many men. This 
recor means an increase of sales of live tan summer 
shoes. 

In the following recommendations, we have left the matter 
of staple shoes to the discretion and judgment of the in- 
dividual retailer, who, after all, best knows his own trade 
and their preferences. Emphasis is placed primarily upon 
the great need for widespread and vigorous merchandising 
of summer shoes in conjunction with this nationwide ex- 
ploitation of new styles in all men’s wear for spring and 
summer, 1933. 

Your committee feels that it can render the retailers of 
America no better service than this, and earnestly urges 
you heartily to cooperate by advertising, -window displays, 
and the education of your sales people to take the greatest 
advantage of the opportunity that is actually here to sell 
more pairs of distinctive summer shoes along with the so- 
called sport shoes. 


Summer Shoes 


As was touched upon in the foreword of this report, men’s 
clothing and furnishing manufacturers have prepared spring 
and summer apparel and haberdashery of distinctly summer 
types, introducing through the retailers entirely new develop- 
ments in washable fabrics, giving an effect of woolen pat- 
terns, and other seasonal preparations which forces the re- 
tailer of men’s footwear to prepare as never before for 
selling summer shoes. There is a definite trend toward a 
greater variety of fabrics in men’s wear as well as a decided 
increase in the variety of outstanding colors. 

These preparations show that the consumer will look for 
more comfort in his apparel and more distinction in his 
spring and summer dress. The shoe industry must tie in 
with this style picture. Several definite ways in which we 
as shoemen can make the wearer of shoes more comfortable 
are now presented. 

1. First in the category are lighter weight shoes. By 
lighter weights it is intended that a pronounced difference 
be shown between these new spring and summer shoes and 


those worn during the rest of the year. These new shoes 
should appear not only lighter in weight but should actually 
be of lighter construction and detail. They lend themselves 
to the use of a complete variety of patterns, including straight 
tips, wing tips, and plain toes. 

2. Ventilated shoes. Your committee brings to your at- 
tention that ventilated shoes of all types can be practically 
made and readily sold. This type ties in perfectly with the 
light weight clothing presentation mentioned above. 

New tan shades of leather have been developed by the 
tanners, which have more life and which really look different 
from colors worn in the past. These leathers lend them- 
selves particularly to the lighter weight and ventilated shoes. 
We list below the names of these new tan shades accepted 
and recommended by your men’s style committee. All re- 
tailers are urged to use these names in spring and summer 
publicity and selling. 

1. Custom tan (light). 

2. Plaza tan (medium). 

3. Bourbon (medium brown). 

4. Brown sherry (darker brown) ’ 

Your committee wants every retailer to appreciate the 
great opportunity existing for more pair sales per year 
through the. medium of actively selling these lighter weight 
and ventilated shoes. 


Sport Shoes 


The recommendation of men’s clothing fashion experts 
and the forecasts made by them at the Men’s Committee 
Meeting, indicate that the following types of sports shoes 
will definitely be in demand: 

A. Last season’s heavy demands for all-white oxfords 
have made it certain that these shoes with wing tips, plain 
toes, and some straight tips, will sell. 

B. White, trimmed with black, with straight and wing 
tips, carrying high and low heels; and plain toes with black 
saddles are strongly recommended. 

C. We look for an increasing demand for tan and white 
sports shoes, to follow the styles indicated above in black 
and white. 

D. Two-tone combinations drafted from pig or pig grains 
in sand and mocha tan, and calf and elk, in like shades, 
made up in attractive patterns, should effect an increase in 
sales. 

E. There has been a sale of smooth suedes in varied types, 
and the apparel predictions lead us to believe that smooth 
and shaggy suedes will sell in moderate quantity. 

F. The demand for golf shoes with rubber and spiked 


soles will continue. 


Juvenile Styles 


MAURICE J. YOSKIN, Vice-Chairman 


ment, but will overlook that important factor of future busi- 
ness—“The child of today is the adult of tomorrow.” 


Preface 


The unquestionable price pressure during the past year has 
resulted in the serious deterioration of quality in many chil- 
dren’s lines. The reaction to this in customer dissatisfaction 
has probably been observed by the trade as a whole. We feel 
that in placing orders for Spring that extraordinary attention 
should be given to the matter of quality, relatively, of course, 
in all grades, but an avoidance of absolutely inferior products 
for the sake of a small price concession. 

It is the observation of your committee that there has been 
the evidence of a new buying psychology, that offering merely 
merchandise properly priced, although essential, is scarcely 
enough in itself. To it there should be added some individual 
touch or appeal that perhaps could best be visualized by the 
trade term “ talking point.” Get the idea of something a little 
bit better or different from the ordinary into your presentation, 
especially in your children’s lines. 

We believe that the accentuation of the preventive feature 
is one of these points. 

These features require to a greater extent than ever before 
intelligent presentation to the customer. We suggest, therefore, a 
close study of the lines you buy in order that you may discuss 
them in such a manner as to bring out their strongest points 
over the fitting stool. 

We further emphasize the fact that.the children’s depart- 
ment put in a remote par of he store with no serious attempt 
to proper display will not alone minimize sales in the depart- 


Nore: Accepance of the new size runs is now universal. 
No further comment is necessary except a listing of these. size 
runs. 


RINGS coos cuteciccucedcewssieeeousdiens Sizes 
Childs’ 

Children’s 

Junior misses’ 

Misses’ (heels up to 9/8) 

Modern misses’ (heels up to 13/8) 

Junior boys’ 

Boys’ 

Ly pO ee rere eer err creer rer rr Sizes 


For School and Sports Wear 


For Children (Up to Size 12) 
And Junior Misses (Sizes 12% to 3) 


PATTERNS: 
1. Oxfords (including moccasin types) in plain toe 
and shield tip effects (soft box preferable). 
2. Ghillie ties. 
3. Barefoot sandals. 
Nore: Included in the general classification of Ghillie ties 


[TURN TO PAGE 44, PLEASE] 
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ls Shoe Production Changing 


ROGER A. SELBY 


F a statement issued by 
the National Boot and Shoe Manufacturers Associ- 
ation, President Roger A. Selby this week called 
attention to a change in the trend of shoe production 
in the latter part of last year which he regards as 
highly significant. 

“The graphic chart issued by the Bureau of the 
Census, illustrates comparative volume of production 
of foot wear for the last four months of 1929, 1930, 
and 1931,” said Mr. Selby. “The fact that the usual 
low point reached in December in previous years was 
not the case in 1931, is significant ; as it will be noted 
that the line for 1931 takes an upward trend in No- 
vember through December. Shoe manufacturers be- 
lieve that this trend was measurably affected by the 
influence of the National Seasonal Opening held in 


President Selby of National Boot and 
Shoe Manufacturers Association Calls 


Attention to Upward Trend in No- 


vember and December, 1931, Which He 
Attributes in Part to New York Show 


New York in November, 1931. The increased in- 
terest in the new shoes, early in the season, the defin- 
ing of style tendencies, and the resulting confidence 
manufacturers had in scheduling production, were 
undoubtedly promoted by the Seasonal Opening. 

“A situation which is uneconomic from the manu- 
facturer’s standpoint is bound to prove costly to the 
retailer. Increase in manufacturers’ costs brought 
about by long slack periods, followed by a few weeks 
of intensive activity result in losses that have to be 
carried by the shoes. Incidentally, if the production 
of the shoe manufacturer can be kept more even, the 
delivery of shoes to the retailer is more dependable, 
and merchandise is likely to be of a higher quality 
when adequate time is allowed for proper craft- 
manship. 


4d 

ln repeating the Seasonal Opening 

at the Hotel Commodore, New York, in December, 
1932, it is not the purpose of the National Boot and 
Shoe Manufacturers Association to present claims as 
to unusual sales records to be made at that time. 
There will of course be some placing of orders for 
the more staple lines and sampling of new things as 
was done last year; but the Manufacturers Associ- 
ation is not accentuating the National Seasonal Open- 
ing as a selling event. It is rather the manufacturers’ 
intention to display their merchandise collectively 
early in the season, to enable the retailers better to 
determine the style trends, price levels, comparative 
values of the several lines and be in a better position 
to place orders intelligently in the regular course of 
business when the manufacturers’ salesmen call on 
them. The manufacturers are also enabled to form a 
better consensus of opinion as to what the acceptance 
of the lines will be and can lay out plans for the sea- 
son and discuss mutual problems with their customers 
“The principal desire in having the National Sea- 
sonal Opening early is to have the exhibition over 
with at the beginning of the season, so that the re- 
tailers can place sample orders and discuss the show- 
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lts Fall Trend? 


ings with their salespeople upon their return to their 
stores. When the salesmen then call upon them, the 
retailers are in a better position to buy intelligently, 
after having seen all the lines together. 


dd 
W. have been informed by 


many retailers that they regularly come to New 
York early in December; and there are also regular 
meetings of some of the larger buyers with their 
sources of supply in New York at that time, when 
early showings are examined and staple orders are 
placed, which tends to level out production and avoid 
the high peaks and especially the low period of pro- 
duction in December. The graphic chart prepared by 
the Bureau of Census from production statistics indi- 
cates that this purpose was furthered by the Seasonal 
Opening last year; and we believe there will be a 
further opportunity for the manufacturers to go 
forward with production on a sounder basis as a 
result of the National Seasonal Opening this coming 
December. 

“The movement is important and forward-looking 
in its significance for the welfare of the entire indus- 
try, of benefit to both retailers and manufacturers ; 
and should not be regarded from the standpoint of a 
style show or convention. The Association has re- 
ceived many letters from both manufacturers and 
retailers commending the undertaking; and it is be- 
lieved that there will be an even larger support and 
attendance this coming December than last year.” 


December Style Meeting 


om Frank A. Garside, 


of the National Boot and Shoe Manufacturers Asso- 
ciation Style Committee, announced that a style meet- 
ing on Dec. 5 will be one of the features of the 
Manufacturers Seasonal Opening. Mr. Garside said: 

“Subsequent to the publication of my open letter 
to the trade on the subject of “The Future of the 
Style Conference,” I have received many letters from 
manufacturers, stylists, retailers, and others inter- 
ested in the welfare of the industry. I have also 
taken occasion to talk the matter over very carefully 
with a number of manufacturers and leading retailers. 
The National Boot and Shoe Manufacturers Asso- 
ciation has also sent out questionnaires to prominent 
stylists, especially to those who have been prominently 
identified with the Style Conferences ; and as a result 
of considerable correspondence and distussion, I find 
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my proposed suggestions and plan confirmed and 
approved to an even greater extent than I had an- 
ticipated. 

“The proposed plan as outlined in my open letter 
to the trade, in brief, was that since the Tanners’ 
Council decided to hold their leather show earlier than 
heretofore, instead of the usual custom of holding 
their display and style conference meetings at the 
same time, it seemed that some new plan should be 
considered to increase interest in the Style Confer- 
ence, as well as to make its program and recom- 
mendations more authoritative. 

“It was therefore suggested that the Style Com- 
mittee should be officially enlarged to include manu- 
facturers, tanners, and stylists, as well as retailers; 
the meeting of the committee to be held in October 
as formerly; and the findings of the committee to be 
broadcasted to the trade similar to reports in the past. 


| TURN TO PAGE 64, PLEASE} 
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DEPARTMENT OF COMMERCE 
BUREAU OF THE CENSUS 


Graphic chart showing trend of shoe production for the last 
four months of 1929, 1930 and 1931. 
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National Call to 


This racket thing is no simple issue 
to mention once and then forget about it. It is a deep 
cancer on the body of business and is spreading in an 
alarming way. It is very important that the viper 
shall not raise its head in shoe stores in New York, 
for if it does, it will spring to other cities and the 
venom of it will kill the freedom and independence of 
retailing. 

Some years ago a similar plan for organization of 
the help and payment of a membership (protection) 
fee was attempted in Chicago, in the outlying neigh- 
borhood districts. It flourished weakly for a time 
and then died because merchant after merchant re- 
solved that it was better to close up than to continue 
paying tribute to gangsters. It never did get into 
the downtown loop district because the big department 
stores brought pressures to bear to kill it “aborning.” 

There is apparently a sinister background to this 
effort to organize the retail shoe stores, but up to 
this writing it has been of little avail. None of the 
big stores or chains have succumbed but there is no 
telling about the pressures brought to bear on the 
little independent stores, of which there are hundreds. 
The hope is that good citizens have resisted the racket 
and that despite stench bombs, acid on the windows 
and threats of violence, this racket too will die 


“aborning.” 


Fhe commercial racket 
has possibilities of being an increasing menace fol- 
lowing the probability of the repeal of prohibition. 
It seems unfortunate, however, that the first store 
attempt should be to move from booze to shoes. The 
birth and rise of the commercial racket in its most 
simple form is told us by Alex Zoccola, as follows: 

“Many years ago, an immigrant from Southern 
Italy, lands at the foot of Broadway, New York, 
broke, and begins to look for the gold with which the 
streets there were proverbially supposed to be paved. 

“He has not gone 50 yards before he sees a fellow 
countryman, from the same village, in fact, who had 


Fight a Menace 


emigrated to America some years before. This fellow 
is tending a well-laden fruit stall. 

“The first Italian goes up to him and greets him 
effusively; enquires how business goes, and is told 
trade is not too bad. 

“Finally our first friend says: ‘I suppose you are 
a member of the Fruit Retailers’ Association ?” 

“Me? Association? Never heard of it,’ says the 
man. 

““Why man,’ says No. 1, ‘don’t you know you are 
risking your life, let alone your fruit stall, standing 
here selling fruit without belonging to the ‘Societa’? 
I am surprised that they have not come along and 
found you out, and thrown your fruit stall and prob- 
ably you as well in the river. If you want a peaceful 
life you had better join at once. Fortunately, I know 
the Secretario Generale and I will recommend you to 
be made a member at once. Give me $5, for your 
entrance fee and tomorrow I’ll bring you your mem- 
bership badge and collect the other $5 annual sub- 
scription.’ 

“The fruit vender, thoroughly alarmed, parts with 
the $5. No. 1 goes to the nearest printer and gets 
some membership tags printed. Next day he delivers 
this and collect the other $5. 

“To cut a long story short, there were about 30,000 
vendors in New York—29,998 joined. They had to 
throw one in the river for the moral effect, and the 
other one had an Irish friend who was a pugilist and 
gave our first friend a thorough pasting.” 

Racketeering is firmly entrenched in the business 
life of many cities in other lines of business. One 
“syndicate” has a coast-to-coast organization openly 
boasting of its “connections” and its “service.” In 
Chicago, alone, it has been conservatively estimated 
that racketeering costs the citizens more than $145,- 
000,000 a year. There is scarcely a food and service 
that does not pay tribute to rackets. 

Racket by force can only be fought by the power 
of co-operation, backed up by efficient policing and 
protection. 
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“WHAT IS CHEAP IS ALWAYS DEAR’ 


Shaving down prices of shoes to inconsistent levels is fraught 
with grave consequences. That which comes out of shoes to 
meet lower price demands, is generally the substance of sole 
leather. Shoes thus made cheap are always dear. Where the 
temptation exists to constantly bear prices down, the risk of 
cheating oneself of profits, should be a brake on action. Wear 
is what the public wants and seeks, repeatedly. That is why 
demand exists for The Finest American Tannage— 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


Consider the reasons you have for favoring KISTLER 
“BENCH BRAND” sole leather for the shoes you buy. This 
leather stands up in wet weather or dry—it is not loaded to 
give weight—it is the most comfortable leather on the feet 
under all temperature conditions—it contains no acid to rot 
stitching—its natural finish is beautiful to behold. To be able 
to point to the KISTLER “BENCH BRAND” mark and say— 
sg eS this mark identifies the finest American sole leather—is to 


¢ eva ane establish public belief that your price brings value. 
BRAND" SOLES is about 


13% of the whole side. Write us for the names of shoe manufacturers making shoes that 
carry KISTLER “BENCH BRAND” LEATHER SOLES. 


| LEATHER COMPANY 


FOUNDED 1 


BOSTON:-MASS: 
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By HARRY R. TERHUNE 
FIELD EDITOR 


— Help make money for you too 


NLY ENGLISH SPOKEN HERE. Scene: A London Department Store. 
American Tourist (to floor clerk) :—I wonder if you can help me find some rubbers? 

Floor Clerk :—Certainly, sir; last aisle to your right. 

(This proves to be the Stationery Department, where excellent rubber bands are offered first, then some 
splendid erasers—all kinds of erasers are termed rubbers in England. After some argument, the tourist 
arrives at the shoe department. ) 

American (hopefully) :—I want some rubbers—for my feet, you know. (Clerk shows him a heavy half- 
sole of rubber which is to be strapped to the shoe in icy weather; just the thing to prevent skidding.) 
No, really now, listen—what I want is a plain pair of rubbers, just an ordinary pair of rubbers. 

Clerk :—Oh yes, sir.I know what you desire. You require an English golosh now, don’t you sir? 

American :—No thank you, no golosh. I don’t want 
snow-shoes, overshoes, or any cloth artics, just a pair 
of rubbers. 

Clerk:—Oh no, sir. I understand perfectly, sir. It’s a 
half-golosh. . . . (He dashes off and returns with 
a heavy affair which comes up to the ankles.) 

American :—No, come, these are too large. I want just 
a low pair... . 

Clerk :—Now I do know what you wish, sir. Yes, really; 
you want a snug, sir. (He dashes off again and re- 
turns with the regulation sandals.) Here you are sir.” 








A N excellent way to increase the men’s shoe business is through the personal work of the sales force, 
Paul O. Campbell, of Middlesboro, Ky., tells me. Most of the fellows, he finds, have a following— 
club members, friends, people they associate with during their leisure hours. 

“Today’s customers for our store, may be some one’s else, unless they are continually resold on our 

store,” is a very plausible argument. 

“Direct mail,” he continued, “to all men of the community, as they are all potential buyers, for they all 
wear shoes, brings in some 
good returns, provided the 

: = message is short and to 
P atgieas _._ the point. We Hammer, 
NAT REMINDS ME Fieanaee Hammer the 
INE ED SHOES idea home that our store is 
the ONE place to buy 
shoes for men, and back 
this statement up with good 
shoes. And,—above all, we 

, give fitting service.” 


SSS ae 
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this little girl will give you 


a great big hand 


@ Walk-Over’s new Senorita last 
provides a fundamental quality ap- 
peal that will win and hold more 
customers for you. Its perfected 
measurements afford a much de- 
sired slenderizing effect on all types 
of feet—and a balanced frictionless 
fit. Women marvel at the ample 
room they have in what looks to 
be a narrow toe. They are quick to 
comment on the snug, springy arch 
and the feeling of lightness that 
even welts have when made over 
this wood. 

Some of the outstanding Senorita 
patterns for immediate selling are 


illustrated here. Orders promptly 
filled from stock. 


CARMEL Tie: Black kid. Genuine Cal- 
cutta lizard trim. Main Spring* Arch. In 
stock No. 7853. Brown No. 9853. 
*REG.U.S.PAT.OFF. 

CABANA Buckle Strap: Black calf. Kid- 
lined. In stock No. 6307. 


BEAU Gore Pump: Black kid. In stock 
No. 7177. Brown No. 9157. 


PATRI Tie: Brown kid with patent and 
genuine Calcutta lizard trim. In stock 
No. 9717. Black No. 7717. 


TORTOISE Gore Pump: Brown kid. 
Opal oxide appliqué. In stock No. 9179. 
Black No. 7183. 





@ National Seasonal Opening, Hotel Commodore, New York, December 6 to 9, 1932, 
under the direction and management of The National Boot & Shoe Manufacturers’ 
Association. You are cordially invited to visit our display rooms, Nos. 1200, 1201, 1202. 





WALK: 


OVER 


GEO E. KEITH COMPANY, CAMPELLO, BROCKTON, MASS. 








U. S. DESIGN PAT. 087020 


@CABANA Buckle Strap _ 


@ BEAU Gore Pump 


@ PATRI Tie 


@ TORTOISE Gore Pump 
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i je shoe world’s most prolific letter writer—and by that none other than “Spike” Arnold of Kansas 
City is meant—has a new batch of those famous short pertinent notes to his trade. 
To an insurance man :— 
Dear Norman, Bostonians are insurance against foot troubles. 
policies for Fall just arrived! Sincerely, “Spike.” 
To an old customer who had not “checked in” for some time :— . 
Dear Walter, I hope you step—in somebody’s gum—! Sincerely, “Spike.” 
Another variation of the foregoing :— 
Dear Fitz, I hope you. get caught in the rain without your rubbers! Sincerely, “Spike.” 
An angry customer walks out of the store saying he did not order the shoes made up with wing tips. 
The following resulted in selling him two pairs. 
Dear George, I just want to tell you how sorry I am about the “bone head” mistake regarding your shoes. 
’) You would not wait for me to tell you this when you were here in the store. 
¢ I guess the Lord made some few men that never made mistakes, but he did not 
) happen to use this pattern when he made me. 
I hope to retain your friendship, even though I do not 
sell you shoes. Sincerely, “Spike.” 


Tee problem of creating consistent customers is being neatly worked out in Sterling’s Shoe Store, Tacoma, 
Wash. Sterling, staging a “Grand Opening” celebration recently, following the change of name in the 
store, launched a new merchandising policy which sells sets of five pairs of shoes to each customer. 

Sterling’s policy features the giving to the customer of the sixth pair of shoes without charge. The 
first five pairs of shoes are paid for, but the sixth is the souvenir of Sterling’s. The customer need not 
purchase the five pairs of shoes at one time. 


The friend-making, trade-building offer that followed the recent formal opening of the Tacoma shoe 
salon that features women’s, men’s, and chil- 


THIS ONE \S Ov dren’s shoes of national brands, along with 
€ we men’s hose and women’s hosiery, makes it 
‘ No well woh while from the standpoint of the 
USE shoe shopper to remain a customer of the 
store. 

Five sales are made by the plan that 
features the store’s appreciation of this 
patronage with a bonus of every sixth pair 
without charge—and these are days when 
everyone is asking for the bonus. 


Better get over and check our new 








NACTIVE customers of the Brouwer store, Milwaukee, are being reminded that the store is missing 
them by a rather clever post card, so A. G. Heinmiller tells me. He was in rather a facetious mood but 


there was a real kick to what he had to say. 
To quote :—‘‘Each day the office sends out as many of these cards as they have the time to address and 


the office manager tells me that many are reopening their accounts. 
“Note particularly that the card does not suggest that maybe we did something that was wrong or the 
merchandise wasn’t satisfactory, etc., etc. I have received any number of such letters in the past year and 
all of them made such a suggestion and-every one was signed by the Credit Manager. He always thinks 
that if a customer hasn’t used his account it must be the sales department’s fault. And not a one of the 
letters that I got even suggested that maybe I 
was buying for cash, which happened to be the 

case in several instances. 


KKOUWERHS 
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On Ariel Rubbers these three stores averaged 


| A Mark-up of Over 


3% 


Ariel Rubbers are exceptionally light, exceptionally 
beautiful, exceptionally comfortable—and exception- 
ally profitable. They have exclusive and patented im- 
A Western New York provements that are not found in any other rubbers. 
store sold 806 pairs. No wonder sales have increased 1930-1931-1932. 





A Central New York 
shoe store sold 810 
pairs of Ariel Rub- 
bers last season. 














Now is the time to plan for greater profits—let us 
send you the facts about Ariels. 






A Minnesota department 
store sold 1807 pairs. 






MISHAWAKA RUBBER & WOOLEN MFG. CO. 
280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 









Names given on request. 







Dunham Bros. Co., Dept. A., Brattleboro, Vermont 





BALL 


4 





At the right: — Ariel Croquet 
on our Carma last for 17/8 to 
19/8 heel, long vamp shoes; 
: Black or Indies Brown, Indiana 
finish—the rich, satin-like fin- 
ish originated and perfected by 
BALL-BAND, the smartest 
finish ever used for rubbers 
and galoshes. 
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Ornaments Increase Salability 


Fashion and Profit Most Important 


of Pp um p S Factors in Merchandising Women's Shoes 


oe | : E 5 

hat’s a mighty attractive table 
display of opera pumps, you have right there at the entrance 
of your department, Mr. Bernstein.” 

“Yes, and a very important one. Opera pumps have been 
staple in all good stores for years. Their simple, classic 
beauty has made them so. And, since the pump is a plain 
shoe, perfect fitting qualities and good shoemaking have long 
been considered essential requisites, both among shoe men 
and their good customers. 

“This season a new complication arises in the merchan- 
dising of operas. And, for one, I welcome the way buckles 
are influencing pump sales. Even with as good a selection 
of pumps as one could hope to find, we are faced with the 
sure possibility of losing sales on these staples, unless we 
have a well-balanced selection of buckles to round out the 
sale. If we do not have the right buckle, we are very apt 
to lose the sale, regardless of how well the pump may fit. 

“Ornaments add to the ‘fashion of the footwear. Any- 
thing which contributes beauty, adds to the salability, which, 
in turn, means more profits. Two things most important in 
merchandising women’s shoes are fashion and profit. Some 
concerns have fashion and do not show profits, but a con- 
cern will never have profit if it does not show fashion. 

“Buckles are an important accessory in showing both 
fashion and profit. For example, a change of buckles will 
cause a pump to take on entirely different aspects, so that 
it may be worn with several types of costumes. A cut steel 
buckle for afternoon or evening dress; a tailored buckle for 
tweeds; a ribbon buckle for silks, and then the pump per- 
fectly unadorned. 

“Retail shoe men are just crazy to give away anything, 

especially ornaments. Just because one store in a town 
starts such a stunt, is no reason why the 
others should follow suit. Nothing cheap- 
ens an item more than by offering it free. 
It is safe to assume that in those com- 
munities where buckles are given away 
the sale of the better ornaments has been 
practically killed. 

“It does not take a very large invest- 
ment in buckles to have a good variety. 
A small stock of six or eight dozen pairs, 
when bought anew each week, should 
prove to be a profitable investment. It 


An interview with 
Julius Bernstein, 
shoe buyer for 
M. Blatt & Co. 
department store in 


Atlantic City, N. J. 











Patent Pumps Make 
Quick Changes 


Chong th ornament, and you change the wesle spirit 
rom 


The Pumps (items and prices) 

The Ornaments (items and prices) 
Note—Notice that the ornaments in the 
illustration con be easily changed. 


RECORDER SHOE STORE 





kind, and it is always best to change style ad featuring pumps and buckles. 


fairly often, regardless of the size of the 
town.” 
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"Ta stores everywhere are celebrating the passing of the Tinsel Era by 


urging old customers who may have strayed from the fold to “come back 
to Quality.” It is one thing to claim Quality—another thing to back up that 
claim with merchandise which the public recognizes as Quality. Take shoes, for 
instance. Can you imagine the widespread interest in your town if you were 
to announce an I. Miller shoe department! Your own customers would be de- 
lighted. New customers would be attracted to your store. Your reputation as 
a Quality merchant would be enhanced. And your shoe operation would show 


increased profits. We can prove it to you. Just ask us. 


I. MILLER 


WHOLESALE SALES DIVISION - LONG ISLAND CITY - NEW YORK 


See our display at the National Boot and Shoe Manufacturers Asso- 
ciation Convention at the Hotel Commodore, December 6th to 9th. 
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¥ A_N:S 


FREEMAN 


SHOES FOR MEN 
Worn with pride by millions 


The “McKinley” 5,1. 397 — 


Black RUBY KID, Johnny Walker Last. 








Built in steel arch supporting shank. 





Catalog and prices on request. 





Freeman Shoe Corp., Beloit, Wis. 
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L E A T H E R STANDARDIZE ON EVANS BRANDS 


RUBY KID 
A Quality Feature of 


FREEMAN 


SHOES FOR MEN 





Because of its exceptionally fine grain, superior 





wearing qualities, and the fact that it is an 





ideal kid leather for fine shoe making — 
RUBY KID is featured along with many 


other world famous leathers, in Freeman’s top 











srade line. 
JOHN R. EVANS & CoO. CAMDEN, N. J. cincinnati st. Louis 








PHILADELPHIA, PA. MILWAUKEE B808STON 
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This window arrangement by the H. A. Meyer Shoe Co., Chicago, was planned with the idea of a selective price appeal. Shoes are 
divided into four price groups and in each case the price is featured prominently in the background. Gray buck shoes with gray hat and 
suit are shown in the ensemble group in the center. 


Plan Men's Shoe Windows for 


Visibility Plus 
Attention Value 


So many men customers are 
actually “sold” from the window on the style of shoe 
they wish to buy that men’s stores as a rule make it 
a practice to show as many styles and types of shoes 
as possible in their displays. In this way they figure 
to reach the maximum number of potential sales 
prospects. 

While there is a very real basis of sound reasoning 
behind this conclusion, it is by no means to be as- 
sumed that the pulling power of a men’s shoe window 
can be measured or determined simply by the multi- 
plicity of shoes contained therein. On the contrary, 
most shoe merchants will readily admit that mere 
numbers of shoes may have the effect of confusing 
the customer and making the sale more difficult, unless 
the display is planned in such a manner that the man 
outside the window can easily and does almost uncon- 
sciously direct his attention to those particular shoes 
in which he is most likely to be interested. 

To make it easy for the customer thus to direct 
his selection and focus his attention on the shoes in 
which he is actually interested, the group or unit type 
of display was devised, its purpose being to segregate 
into groups the types of shoes which will have an 
appeal for certain broad classes of customers. Thus 
a great many men’s shoe stores show brown or tan 
shoes in one window and black shoes in another, 
thereby drawing a broad line of demarcation to sepa- 


Effective Arrangement 
of Units Should Focus 
Attention on the Shoes 
and the Sales Message 





THIS WEEK’S WINDOW IDEA 


Winter Weight Shoes for November 


OVEMBER is the month that marks the transition 

from Fall to early Winter in the northern sections 

of the country. Therefore the early part of November 

is a logical time to feature heavier weight footwear for 
men, women and children. 

Men’s windows should show heavier oxfords, including 
grained leathers with stout soles, and should feature a 
timely message on seasonable shoes, like the following, 
for example: 

“HEAVY WEATHER SHOES: It’s time to give 
thought to winter weight footwear lest that first snow- 
storm should catch you unprepared. Ever stop to think 
what a vital part shoes play in health and general com- 
fort? This year, of all years, you can’t afford illness 
and loss of time that may result from a cold, grippe or 
pneumonia. Provide yourself with winter shoes now.” 

Don’t forget that there are still many men who wear 
high shoes in winter and if you operate a store in a 
locality where many men are employed on outdoor work, 
feature the heavier types of work shoes preferred for 
Winter. Also play up boys’ high cuts, boots and arctics. 
And, of course, arctics and overshoes should have a 
prominent place in every window devoted to Winter 
footwear. 

For women’s shoe windows, show higher cut oxfords 
and sturdy types for outdoor wear. If possible tie these 
shoes up with the late Fall and Winter ensemble. 
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sofoeteete els, 
else 


@efeeserfeeie 
jobes 


The Shoe Department in 


LEVIN BROS. DEPT. STORE 


CHARLESTON, W. VA. 


Levin Bros. are good friends of ours. For years they have depended 
upon us to keep them supplied with the types of shoe values that 
would build them an enviable business, and we believe they will 
tell you that we have done a pretty good job. 


\ Poll-Parrot Shoes 


are an exclusive feature in their Juvenile Department. 





From our in-stock service they get fast turnover on Poll-Parrots, 
and at the popular retail prices Poll-Parrots show a splendid markup 
in each size range. 

The line has many advantages. French Cording, narrow cushion 
ease heels, ventilated insoles, Magic lasts, progressive sizes, AAA to 
D widths, flexible shanks, self-adjusting arches, patented Pietzuch 
heels, Weather-Wear soles, all leather quality, and many other 
features. 





Wouldn’t you like to see this complete line? 





¥ 











Poll-F -Parrot 


§ hoes 
For oh & Girls 











ROBERTS. JOHNSON § RAND 


Graaehe of international Sho 


ST. LOUIS, MO. 


Poll -Parrot 


hoes 
For oh & Girls 
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rate the prospective prospects into two classes, ac- 
cording to the color of the shoes they may happen 
to have in mind at the moment. 

In a period like the present it is not in the least 
surprising to find men’s stores resorting more and 
more to the practice of grouping their displays ac- 
cording to the price of the shoes. In the illustra- 
tion shown at the beginning of this article we have 
an excellent example of price grouping. The effect 
of this kind of window display is obvious. While pre- 
senting a very great number and variety of shoes in 
the aggregate, it affords the man who wants to spend, 
let us say $5.00, for a pair of shoes, and whose budget 
limits him to that expenditure and no more, a chance 
to study the styles that are°available in that price 
range without having his choice confused by many 
other styles beyond the reach of his purse. 


Wile window displays of this 


character may not be constructively educational from 
the standpoint of creating an appreciation of quality on 
the part of the consumer, they are very much in har- 
mony with the trend of the times in selling and display- 
ing men’s shoes and they assist the average retail store, 
selling several price groups, to meet the competition of 
the chain stores with their one-price appeal. For this 
reason they serve the purposes of many stores and 
certainly a window display that is broken down ac- 
cording to price groups has far greater direct sales 
possibilities than the window that attempts to appeal 
to all types of customers by showing a conglomerate 
mass of shoes, with resultant confusion. 





An attractive grouping of men’s shoes with a background empha- 

sizing the style and quality appeal is shown in the above 

photograph of window from the Man’s Shop of the Albert 
Steiger Co. department store, Springfield, Mass. 
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This group of men’s shoes from the H. A. Meyer Shoe Co., 

Chicago, was planned to focus attention on a style novelty, the 

“Bukhyde” shoe, designed to appeal to the ideas of the collegi- 

ate type of customer. Shoes, background and window card carry 
a three-fold sales message. 


Unit displays also serve various other purposes in 
the windows of the retail shoe store. They help the 
merchant to emphasize the suitability of certain types 
of shoes for wear with a certain costume, as is done 
in the central group of the H. A. Meyer window at 
the beginning of the article. They make it easy to 
emphasize a certain style, a certain leather, last, color 
or type of shoe. By showing a group of shoes of some 
particular leather or style, attention can be focused on 
the particular point of the shoe, and, with the aid of 
a background or display card, an effective selling job 
can be done at the same time. 

This is admirably exemplified in the illustration of 
the Bukhyde window. Here the object was to intro- 
duce a new type of shoe in a new leather. Grouping 
together a certain number of pairs of such shoes, in 
front of a background carrying a strong sales mes- 
sage, with a window card to complete the story, ac- 
complished the purpose of focusing attention on the 
merchandise and getting the story across to an in- 
terested audience. 

There is a certain analogy between the grouped 
window display and the specialized advertisement, 
devoted to one item, which is being used so extensively 
now, even by the department store. In either case 
the result is to get a selected audience of people who 
are really interested in the particular class of goods 
featured and gain a more concentrated attention than 
would be possible with a general window or a gen- 
eral advertisement. 
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A\pvert! SING 
that pays you! 


DVERTISING in THE AMERICAN WEEKLY does pay—pays you 
A and the manufacturers who advertise in it. 

















The reason is that THE AMERICAN WEEKLY reaches the great- 
est magazine audience in the world—and a substantial number 
live in your community. 


This mighty advertising medium is read in 5,581,137 homes. So 
far-reaching is its power, it influences the buying habits of one 
out of every five families in the United States. 


You can make the readers of THE AMERICAN WEEKLY your 
customers by displaying the merchandise advertised on its pages. 


SNe soe 





What is The American Weekly? 


The American Weekly is the largest magazine in the world. It is distributed through 
17 great Sunday newspapers. In 558 of America’s 995 towns and cities of 10,000 
population and over, The American Weekly concentrates 70% of its circulation. 


In each of 136 cities, it reaches one out of every two families 
In 105 more cities, 40 to 50% of the families 
In an additional 153 cities, 30 to 40% 
In another 164 cities, 20 to 30% 
. and, in addition, more than 1,750,000 families in thousands of other communities, 
large and small, regularly buy and read The American Weekly. 


THEAMERICAN 


Gre lation 
in the ee 

“The National Pid. ea with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 


Branch Offices: Patmouive Bivc., Caicaco . . . § WintHrop Sguare, Boston . . . 753 Bonnig Braz, Los ANGELes . . . 222 Monapnock Bipe., SAN Francisco 
11-250 Gengrat Motors Bipc., Detrorr . . . 1138 Hanna Buipc., CLeveranp .. « 101 Marietra St., ATLANTA . . . INTERNATIONAL BLDc., St. Lous 
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..-relegates all other 
types to the backwoods 


CONCEIVED, DEVELOPED, PERFECTED and PATENTED BY 


ENDICOTT-JOHNSON 


Vigorous National Advertising Campaign 
to Consumers Begins MARCH 26, 1933 


tT ONE and ONLY genuine leather tennis insole perfected by a secret tanning 
process, and stitched by a patented construction into the shoe. Here’s a typical « 
tennis shoe with STANDON genuine leather insole that will sweep all other types into 
the discard —the ultimate shoe built exclusively by Endicott-Johnson Corporation, 
one of the world’s largest tanners of leather and makers of shoes. 

Don’t be caught in 1933 with obsolete, out-of-date tennis footwear! Stock this 
amazing new tennis shoe that can not be duplicated. STANDON patented construction 
costs no more than ordinary old-fashioned tennis shoes. A vast consumer demand 
will be created by nation-wide advertising of full pages in color in the American 
Weekly and other leading Sunday newspapers. Full details of the campaign and 
merchandising aids will be sent dealers gratis—tieing their own stores into this 
enormous advertising. Ask our salesmen for posters, window material, and other 
advertising help. 


Nothing takes the place of Good Leather —for Insoles! 


ENDICOTT 
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Heavy genuine leather insole. 


STANDON trademark... your guarantee, 


STANDON patented construction. U.S. Pat. No. 1,753,872 








Preasingly displayed in a cheerful, 
colorful Christmas setting, practically every item in 
the shoe store becomes an interesting, attractive gift 
possibility. Even a prosaic pair of rubbers in crisp 
white tissue, trimmed with a red bow, or a sprig of 
holly, becomes a gift of thoughtfulness in the eyes 
of the sentimental, practical shopper in search of 
sensible gifts. 

But when the store interior isn’t decorated—when 
the store looks exactly as it does all year round— 
when the merchandise is not attractively and gener- 
ously displayed, then the customer’s enthusiasm is 
killed. She wants to shop where the surroundings 
are in keeping with her holiday spirit! 

This Christmas, be sure to dress up your store in- 
terior, make it cheerful, gay, full-of the holiday spirit. 
DISPLAY YOUR MERCHANDISE generously, 
attractively. Condense fitting space, if necessary, to 
make room for tables. If need be, condense your 
stock to gain a row of open shelves where attractive 
displays can be arranged. Take a lesson from the 
department stores ! 

It will take some work, a little expense, but it 
means more sales! For profit’s sake, make yours a 
cheerful Christmas store! 

Here are some advertising suggestions for use in 
display cards and holiday newspaper ads: 

GIFTS—Lasting and Appreciated. There’s some- 
thing delightfully personal in gifts such as these, so 
expressive of friendly consideration. 

Comfort Slippers. In all the list of things to give 
at Christmas time there’s none we know that has been 
so popular for so long a time. Probably because 
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Make Yours 
a Cheerful 
Christmas 
Store 


Let Gay Decorations and Generous 
Attractive Displays Make It Pleasant 
and Interesting to Holiday Shoppers 


slippers convey so completely the spirit of the Season. 

Chosen to Please. Here are four successful an- 
swers to your Christmas problems. Each of them is 
attractive, useful and lasting—a constant reminder of 
your thoughtfulness in choosing gifts sure to please. 

For a Man’s Christmas. If you are really inter- 
ested in pleasing a man, here are gifts of the sort 
he would prefer—gifts certain to be heartily wel- 
comed and thoroughly appreciated. 

Practical Gifts. The kind that will be especially 
welcome this Christmas. 

“To the Ladies”’—Gentlemen, (store name) sug- 
gests these certain ways to please the ladies on ‘your 
gift list. 


A Delightful Gift for Her 


—Buckles! So lovely, so useable, it’s no wonder 
that beautiful buckles from (store name) are so 
eagerly welcomed by many women. 

Busy Men and those to whom Christmas shopping 
for women’s gifts is a task, can please every one of 
them—and save both work and worry by giving (store 
name) hosiery. 

Welcome for their Warmth as well as their smart- 
ness. Why donate a useless something that satisfies 
no one when such a thoughtful gift as needed 
galoshes will tell her so splendidly of your thought- 
fulness for her welfare. 

Choosing the Gift Distinctive. And Useful Smart 
Hosiery Is Distinctive—a gift any woman will wel- 
come. You can choose single pairs or gift assort- 
ments attractively boxed. Our stockings are depend- 
able in quality and moderately priced. 
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THIS PUMP, having the character of a step-in, is developed 
of Beaufelt on the vamp, and kid on the quarter and heel. The 
overlays on the saddle and strap effect are of patent leather. 
Made by Avon Shoe Company, Inc., New York City. 
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SHOES THAT STAY 


Nor even overshoes or rubbers bother 
shoes made of Beaufelt ... The dull mat 
finish of this perfected felt simply refuses 
to mar, scuff, or wear shiny under any 
circumstances. Enthusiastic women have 
shown us shoes made of Beaufelt which 
have been given hard wear. The shoes 
were still perfect in shape, finish, and 
beauty. The satisfied wearers also stress 


the comfort of these fashionable shoes. 


A word, too, about the factory behavior of 


ERS OF FINE 


00 FOURTH AVENUE, 


Beaufelt. It can be used in any process from 
welts to turns. It cuts easily and true. No waste. 


No weak spots. Uniform quality and colors. 


Beaufelt means style, success, and good profits 


for everyone. Write or call us for samples. 







THE NEW 
PERFECTED FELT... 





REG. U. S. PAT. OFF. 


THE FELTERS COMPANY, INC. 2= 
MA K 
3 


FELT FABRIC $§ 


NEW YORK CITY = 


BOSTON CHICAGO ST. LOUIS DETROIT SAN FRANCISCO LOS ANGELES PHILADELPHIA 


‘GRIESS PFLEGER & COMPANY, INC., Cincinnati, Ohio CANADIAN LEATHER COMPANY, LTD., Montreal, Canada 





When writing advertisers please mention Boot and Shoe Recorder 
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Window Cards That Put Spirit 


in Christmas Selling 


For HER 


FOOTWEAR that puts your 
Christmas giving on a NEW 
footing. 


Is There Anything More 
Pleasing...... 


Than a pair of smart slippers . . . 
styled to reflect the brilliance of 
the holiday season? 


TS 


When Christmas Gifts Go 
Practical... 


Shoes are always the perfect and 
acceptable present. 


WE 


Hightop Boots For Boys. . 


When weather is slushy and 

snowy they like nothing better 

than a pair of hightop boots. To 

make his Christmas happy include 
a pair for him. 


LS 


What Can We Give HIM? 


The long wearing gift whose use- 
fulness goes on after the Christmas 
season passes. 


Galoshes and Rubbers 


The Christmas Gift that protects 
health and one of the most useful. 





For the KIDDIES... 


There’s no complete happiness un- 
less new shoes are among the 
Christmas gifts. 


WUE 


There’s More Fun For The 
Children .... 
When they can enjoy their Christ- 


mas holidays in a pair of smart 
new party shoes. 


Wa 


Always Useful . . . Always 
Necessary 


Footwear for the children. Make 

it a practical Christmas present .. . 

one that children need and parents 
approve. 


URES 


Shoes 


The Christmas gift with long 
wearing sentiment. Always ap- 
preciated for their usefulness. 


MS 


New Christmas Footwear .. . 


Makes every holiday occasion one 
of more happiness. 


UES 


Slippers for Everybody 


They reflect all the warmth of a 

cheerful giver. The Christmas 

present which everybody needs 
and uses. 





You Can AFFORD TO GIVE 


New shoes for Christmas . . . It’s 
the needed gift that brings cheer 
through the year. 


WS 


At Christmas Time... . 
Shoes make the man smarter and 


add to that essential well dressed 
appearance. 


US 


Men Appreciate Sensible 
Useful Gifts. . . 


Nothing more practical than a 
pair of NEW Christmas shoes. 


WS 


Make It 
A Footwear Christmas 


Nothing could be more practical 
than footwear in this practical 
year. Nothing could be more 
pleasing than a pair of shoes, slip- 
pers or stockings, in one of our 
gay Christmas boxes. 


TNS 


Skates and Skating Shoes 


Here’s a gift that will gladden the 
heart of any boy on Christmas 
morning. We sell only quality 
skates in the latest regulation 
patterns. And we guarantee the 
shoes, for shoes are our business. 


TES 


Christmas Hosiery 
There’s no more pleasing or ap- 
propriate gift. And you can’t go 
wrong if you buy hosiery here. 
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| Nataral Bridge 
for Spring 1923-3 


WILL BE ANNOUNCED 


November Io 


It will pay you to wait for it 
before selecting your Spring line 











This program will be a new and startling emphasis upon the leadership of Natural 
Bridge in the field of nationally advertised popular priced arch shoes both in prod- 
. uct and in merchandising. 


To illustrate this leadership, attention is called to the following facts: 





1—Natural Bridge was the first to establish “across-the-board” prices. 
2—tThe first to incorporate high-style in arch type shoes. 

3—The first to use light-weight Silhouwelt construction. 

4—The first to advertise $4 and $5 prices nationally. 


5—The first popular-price shoe to use, consistently and regularly, leading magazines reach- 
ing millions of women. 


6—The first popular-price shoe to offer dealers a complete cooperative resale plan. 
and now... for your convenience 
| 7—In-stock service for BOTH Lynchburg, Va., and St. Louis, Mo. 


But...WATCH FOR THE NEXT 
Announcement... tt means 
More Profits for You... 


CRADDOCK-TERRY COMPANY 
Natural Bridge Division 
LYNCHBURG, VA. ST. LOUIS, MO. 
Also makers of Billiken Shoes for Children and Bob Smart Shoes for Men 


When writing advertisers piease mention Boot and Shoe Recorder 
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Corrective Ads Dress Up Copy and Layout 


New interest in corrective footwear develops 
unusual copy appeals never before attempted 


Mayas in the past 


has such emphasis been placed upon 
corrective footwear advertising as 
at present. More concentration of 
space is being devoted in promotion 
of this type of footwear, and adver- 
tising men in the preparation of lay- 
out and copy are doing an effective 
job. 

Positive interest is being cen- 
tered in the ad. Read the two ex- 
amples shown on this page. Com- 
pare or recall the corrective adver- 
tising of last season and observe the 
improvement in layout, the excel- 
lence of copy and the unique art 
treatment which has modernized 
this type of advertising so that it 
now competes favorably with the 
more styleful ads, featuring foot- 
wear’s favorite fashions. 

What has been responsible for 
this sudden urge to advertise cor- 
rective shoes with equal effective- 
ness of other shoe advertising ? 





macy’s stands by for 
“i ’ 
doctor 5 
“Ml 
orders 


Dreggists snee't the only ones whe hil doctor’ 






orders the way be wants thal to be carried out, 
"Corr. Pedic Shoes-Macy's Second Floor 








Headline, copy and illustration intro- 


duced in this ad form new approach to 


corrective footwear promotion. 


ow ae 


We can cite several reasons, but 
suppose we say in all fairness that 
the better styling of corrective foot- 
wear by manufacturers has been an 
important contributing factor in 
bringing about this result. Again, 
the customer has been educated more 
intelligently to the appreciation of 
the health qualities of corrective 
shoes. 

Undoubtedly the recent publicity 
given to Dr. M. W. Locke’s mar- 
velous work in Canada has given 
impetus to the significance of cor- 
rective footwear. The demand for 
corrective footwear had been aided 
by the type of advertising and ap- 
peal of copy. Much of the copy ap- 
pearing today does not savor of a 
professional atmosphere. The one ad 
shown on this page has resorted to 
humor in the treatment of its art 
work. This approach is indeed re- 
freshing, as it tells a story in a hu- 
man interest sort of way that will 
hold the attention of the reader. 

The copy is convincing in its con- 
versational type of presentation. 
Here it is: “Druggists aren’t the 
only ones who fill doctors’ prescrip- 
tions. Hundreds of ‘shoe prescrip- 
tions’ are written daily by famous 
orthopedists and Macy’s is equipped 
to fill them. If your physician pre- 
scribes a bunion shoe, for instance, 
he doesn’t mean an extra large size. 
He means a shoe that will give room 
for your bunion, support to your 
whole foot and perfect fit all around. 
Macy’s famous Corr-o-pedic shoes 
and expert fitters will carry out 
your doctor’s orders the way he 
wants them to be carried out.” 

There’s nothing baffling about this 
copy, nothing to confuse the reader, 
and it carries a definite sense of con- 
viction of tying in the fact that doc- 
tors send their patients to Macy’s 
to have their prescriptions filled for 
certain types of corrective shoes. 

In the children’s ad, the action of 
the illustration helps immensely in 
giving it movement and a natural 
gesture of children walking. The 
use of a combination plate in the en- 


graving lends distinction to the ap- 
pearance of the ad. It helps to set 
it apart from the rest of the adver- 
tising on the news page, giving it 
better visibility and an opportunity 
of attracting the eye of the reader 
as he thumbs through the paper. 
These two ads represent a new 
school in corrective footwear adver- 








ed $-we haven't seen 


pare with our baby welt Flexi- 









| S 
ao“ 


Ontords ip potent or ton elk ©: 
2.50 % 


FIFTH FLOOR 


LORD & 
TAYLOR 











Art treatment and engraving tech- 
nique in this ad produces attractive 
eye-compelling layout. 


tising. Both have shaken off the 
dust of antiquity in their layout and 
copy appeal. There appears none of 
the old musty looking appearance 
of corrective footwear ads of the 
past. 

Their sparkle and modern han- 
dling ‘increases their selling effec- 
tiveness in that the customer inter- 
prets from the appearance of the 
layout a certain freshness and style 
which she naturally feels reflects the 
type of footwear featured. 
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A LASTING ECLIPSE 















An important. advance in the art of good shoemaking is made 
possible on this new type of last. 


A recess, the same depth as the thickness of the innersole, is 
cut into the bottom of the last at the shank. After the innersole 
is tacked in position, the edge of the innersole is flush with the 
edge of this recess. 


j When the upper is pulled over the last it can now be brought 
j “down to the wood,” to fit as tightly and as smoothly at the 
shank as it does at any other part of the last. 


The shoe made on this last fits the foot snugly without an air 
pocket under the arch. 


The close fit made possible by “Down To The Wood” lasts gives 
added style and comfort to the finished shoes. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 





















CF, SPECIALISTS 


| KANGAROO and KID 


FOOTWEAR FOR MEN 










A DRESS 
SHOE for 
ROUGH 
WEATHER 


$ 3:35 


Style No. 1356-S 


Genuine Black 
KANGAROO 
Cambridge Last 
Brown Kid Lined 
14 Iron Bottom 





AA to EE 
Sizes 5 to 12 





Write for our complete catalog 


CONNOLLY 
SHOE CO. 


Stillwater, Minn. 




















e In Choosing Your 
New York Hotel 

















REMEMBER THESE 
SPECIAL FEATURES 
of the NEW EDISON 


e Sun - Ray Health Lamps 
© New York’s Newest Hotel 
© In the Heart of Times Square 
© Five Minutes to 50 Theatres 


@ 1000 Rooms e 1000 Baths 
@ 1000 Radios 


e Extra - Large - Sized Rooms 
Many Windows — Large Closets 


e Extremely moderate rates— 


TEL Single from $2.50 day 


Double ” $4.00 


47 ST. JUST WEST OF B’WAY 


*n E W y oR Kk ® 
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N.S.R. A. Style 


Juvenile Styles 


[CONTINUED FROM PAGE 19] 


are various modifications of it in open tie effects and unusual 
ornamentation. 


LEATHERS: 

Quality group. 
1. Tan elk finish. 
2. Light, medium and dark smoke shades. 
3. Two-tone shades, including trimmed white shoes. 
4. White leathers. 

Volume group. 
1. Tan elk finish type leathers. 
2. Light, medium and dark smoke shades. 
3. Two-tone elk finish shades. 
4. Black calf or side leather. 

Note: Developments through the past year even more 
strongly emphasize our recommendation of flexible soles as the 
only soles to use in this group, as they promote barefoot free- 
dom so essential for growing feet and yet give greater service. 


For Misses (Sizes 3% to 8) 
(The Girl) 


For School and Sports Wear 


(In defining the misses’ size run 3% to 8, note that we 
mean especially the little girl with the big foot, not the Modern 
Miss. Therefore our recommendations for the continuation 
of the Junior Misses’ Patterns and Leathers is that we are 
merely following out the girls’ run of larger sizes.) 


PATTERNS: 
1. Oxfords, including moccasin types. 
2. Ghillie ties. 
3. Open tie effects treated with the new perforations. 
4. Sandals. 


LEATHERS: 
Quality group. 
1. Tan elk finish. 
2. Unlined weights of bordered calf. 
3. Two-tone shades, including trimmed white shoes. 
(Note: The above classification calls for heels no higher 
than 9/8ths. 
Volume group. 
Tan elk finish. 
2. Patent, black calf or side leathers. 
3. Unlined weights of bordered calf. 


For Dress Occasions 


For Children (Up to Size 12) 
For Junior Misses (Sizes 12% to 3) 
For the Girl (Size 3% to 8) 


PATTERNS: 
1. Straps. 
2. Dressy sandal types. 
3. Gored pump effects, plain or bow-trimmed. 
4. Novelty tie effects. 


LEATHERS: 
Quality group. 
Patent leather. 
2. White leathers and white fabrics. 

Note: There is a growing demand for rough grain leathers 
a the newer effects for dress. The colors are beige and 
white. 

Volume group. 

1. Patent leather. 
2. White leathers and white fabrics. 

Note: There is a growing demand for rough grain leathers 
in the newer effects for dress. The colors are beige and 


white. 
Modern Miss 


(Sizes 3% to 9) 
The Modern Miss Shoe as a class is an established fact. 
Its position in the store is recognized, its field is defined. It 
has the advantage of completely rounding out the Girls’ De-- 




















KOOT AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 5, 1932 


Report for Spring 


partment. It offers some problems in style selection in order 
that it may be more youthful. But properly stocked it retains 
your girls’ business for a longer period, and it attracts ad- 
ditional business. Shoes in this department should be styled 
and carrying heel heights up to 13/8ths, and toes somewhat 
modified as in the last report, but to retain as far as possible 
the fashion trend. 

Identify this department as Modern Miss, the Sorority, 
Sub-Deb, or some distinctive or descriptive name that appeals. , 

Note: The Modern Miss is demanding more fashionable 
types of shoes which is made possible by the slightly higher 
youthful heels in the fashion trends. 


Junior Boys and Boys 


Junior Boys (Sizes Up to 2) 
Boys (Sizes 2% to 6) 
Big Boys (Sizes 6% to 8) 


For School and Sports Wear 


PATTERNS: 

1. Oxfords and moccasin types. 

2. Sport types with wing tips and saddle effects. 
LEATHERS: 

1. Elk finish and boarded leathers. 

2. Black. 

3. Two-tone combinations. 

4. White with black or brown trimmings. 

Note: White combinations to advance to second position 

after Easter. 
SOLES: 

1. Leather. 


2. Rubber. 

A NEW NOTE FOR BOYS: Your Committee has taken 
a very radical step after three years in presenting in absolute 
detail and fixed merchandising policy a new shoe. The de- 
tails of this shoe will be announced in the very near future. 


For Dress Occasions 


Sport shoes of the dressier type being generally worn even 
on dress occasions in the summer the black and white and 
brown and white leather soles may be considered, along with 
your black calf oxford, in the dress class. 

Note: It is suggested that presentation of sport and sum- 
mer dress patterns be made early, preferably immediately 
after Easter, in order to extend the season for these types. 





B. F. Griffin, in the Boston News Bureau, puts into 
verse the following: 


“God’s gifts are they—but we’d misprized them so! 
A host of things in all the world surrounding 
We'd watched in that world’s markets sink so low 

Because, forsooth, their mass seemed so abounding. 


“So now a stray new hint of hope we feel 
As indices a trifle upward flutter ? 
Like clarion the western porker’s squeal, 
And glad we pay a few cents more for butter!” 


It is not particularly easy reading verse, but in eight 
lines it packs a possibility that mankind is looking first 
at the use of the goods and second at producing up to 
the level of the need—no more, no less. 


One store put in a loss leader of a zipper bag and 
the special day’s sales totaled over a thousand items— 
980 of which were on the bag itself on which the 
merchant took a definite cash loss. As a bait for the 


sale of shoes, it was valueless. People no longer buy 
articles in groups, as they formerly did. 








45 











in quality, style, dur- 
ability and modern- 
ity of patterns, 


ZAPON 


FOR SLIPPER UPPERS 


is the acknowledged 
leader wherever fine 
slippers are sold. 
Zapon Uppers have 
attributes which 
compel attention, 
insure popularity 
and guarantee sales. 





REG, U S. PAT. OFF. 


Exclusively manufactured in America 
by The Zapon Company, this water- 
proof chamois-soft material is avail- 
able in a variety of colors and patterns. 





THE ZAPON COMPANY 


A Subsidiary of Atlas Powder Company 


STAMFORD « « « CONNECTICUT 



















KENT 


AUTOMATI 


by the 












Rates /1522 monthly 
upwards.» --°- ° 


KENT 

GAAND CENTRAL 

44 ST. near THIRD AVE. 
Tel. MUrray Hill 2-0460 








NOW OWNED AND OPERATED 


LEY GARAGE CORPORATION 


The last word in convenience 
and safety for your car: -- 
occupies its own particular 

compartment:--- - 
offers every opportunity - 
for storage ~by the hour, 
the day, the month; -- - 

with or without service .- 


Expert repairs ‘on all makes ”) 
ofcars.-® see, ee 


et he 


Cc 


GARAGES, NEW YORK 










and 





te 
Mg Eas 
KENT 
COLUMBUS CIRCLE 


61 ST. and COL. AVE 
Te! COtumbus 5-0395 


a? 











YOUR - CAR: NEVER: TOUCHED - 


BY: HUMAN - HANDS | 


























LIVE IN THE NEW SMART CENT 
OF NEW YORK 


The Hotel Montclair is located 


NOTHING FINER in the very heart of the fashionable 
IN HOTEL Park Avenue area—the world- 
ACCOMMODATIONS famous residential and shopping 
AT THESE RATES district of New York's elite. 800 
SINGLE ROOMS sunny, outside rooms. Every room 
tom te eed with bath, shower and radio. 


WEEKLY from $18.00 


DOUBLE ROOMS 
from $4 to $6 per day 








; | 
- 
- 
- 


Adjacent to Grand Central and 
_ B&O Bus Terminal . . . only a few 
WEEKLY from $24.00 minutes from Pennsylvania Station. 


FOOEEE RONECUAER 


Oscar W. Richards, Resident Manager 
LEXINGTON AVE.,.49th TO 50th STS., NEW YORK CITY 























Boot AND SHOB RECORDER 
combining THe SHop RETAILER, Nov. 5, 1933 


Linith Out for Changes 


[CONTINUED FROM PAGE 15] 


classifications. They were again adopted, in fine 
grades and in combination with other leathers, for 
the afternoon group, beige and gray shades being 
high-lighted in these ooze leathers. For evening, 
*they were given second place, in pastels and sun 
colors, following a discussion of their selling impor- 
tance for the current season. 

In patterns the oxford line again took the lead. It 
was brought out that the oxford, the step-in, the gore 
pump, even the monk shoe, are today closely related. 
It becomes more and more difficult to distinguish be- 
tween them. 

The men’s shoe business is in a state of rebellion 
against the present status. In the Men’s Committee 
room at the Style Conference, they said emphatically, 
“we want a change.” This was the opinion of not 
just a few, but the voice of the entire gathering which 
filled the room to overflowing. Last year’s style re- 
port was thrown away. A brand new one was made 
—one that fitted to the temper of the meeting and the 
current of the style trend. 

It was heartening to note the seriousness with 
which the men’s group took the report of General 
Chairman George N. Geuting to consider only the 
distinctly new types of shoes for Summer wear. 


Opinion was expressed that the all-year-round 
black shoes, which mean one shoe for one man per 
year, can be offset by promoting Summer types of 
shoes in cooperation with styles developed by the 
men’s clothing industry. 

The morning session of the Committee on Chil- 
dren’s Shoes was devoted entirely to the discussion 
and final adoption of an idea that is altogether new 
in the proceedings of a Style Committee. It was the 
sponsoring on behalf of the Style Committee and the 
N.S.R.A. of a specific shoe for boys’ use. 

The shoe, so sponsored and adopted, is called the 
“Daniel Boone.” 

It is a canvas, leather trimmed, rubber soled, shoe 
and is regarded as a new shoe development for Amer- 
ica. It will give barefoot freedom with shoe protec- 
tion. It will be on a shoe last with all beneficial fea- 
tures incorporated—a roomy forepart, short heel, and 
arch elevation. 

The general trade session on the second day was a 
more open meeting with addresses by J. Gordon 
McNeil and A. H. Geuting as to the general purpose 
of style conferencing and from George N. Geuting, 
William H. Weintraub and Jesse Adler on dramatiz- 
ing and developing men’s shoe interest. In feminine 
fashions, Miss Kathleen Howard, Amos Parrish and 
Miss Lucy Parks contributed their opinions. The 
economic picture was then given by Malcolm Muir, 
president of the McGraw-Hill Publishing Company. 
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to build business by building good will—sell and 
stress the importance of- permanent pliability and 
durability in juvenile and sports shoes. And always 
deliver the maximum of these qualities by specifying 
Northwestern’s Elko or Deerskin. 





NORTHWESTERN LEATHER COMPANY TRUST 


NowESCO ™ sMoOTH siDES * BROGUE ™ ELK SIDES BOSTON 


FLKO & DEERSKIN 


When writing advertisers please mention Boot and Shoe Recorder 
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LOCKSTITCH 


FLEXIBLE 


SECURE 








The seam of the LITTLEWAY LOCKSTITCH is like 
the GOODYEAR LOCKSTITCH. 





GOODYEAR attaches the sole to the welt on the 
outside of the shoe — LITTLEWAY attaches the sole, 


upper, and insole on the inside of the shoe. 


LITTLEWAY LOCKSTITCH makes possible the light, 





close-fitting edges essential to modern fashionable 


footwear, and is now available by using the 


wre SOLE STITCHING MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








* “When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 
>» HOW’S BUSINESS <4 





Shoe Exports Rise 


WASHINGTON, D. C. — American 
leather exports in September mounted 
to the highest figure since April, while 
September imports of boots and shoes 
showed a sharp rise above the August 
level, according to latest statistics com- 
piled by the Commerce Department. 

Shipments to foreign markets were 
valued at more than $1,136,000, the 
Department said, and indications are 
that the improved demand will con- 
tinue during the remaining months of 
the year. 

September imports rose to 70,774 
pairs from 27,739 pairs in August, the 
great bulk of the women’s shoes com- 
ing from Czechoslovakia and the chief 
portion of the men’s and boy’s shoes 
coming from Great Britain. A total 
of 3914 pairs in leather slippers and 
moccasins was brought into the United 
States in September as compared with 
2876 pairs imported in August, while 
footwear with fabric uppers increased 
from 323,948 to 444,102 pairs. 


Shoe Sales 35% Higher 


CoLumBus, OHI0O—One of the best 
features of the various sales promo- 
tional events sponsored by leading 
stores has been the demand for shoes, 
especially women’s and misses’. 

In the recently promoted “Annual 
Gateway Jubilee,” which was backed 
by the Columbus Retail Merchants’ 
Association, shoe sales were especially 
outstanding, according to Pierre D. 
Hale, secretary of that association. 

Several of the leading department 
stores have held their annual anniver- 
sary sales and the same report comes 
from these sales. It is believed that 
volume in shoe departments in Colum- 
bus during September and October will 
be about 35 per cent higher than dur- 
ing the same two months last year. 
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Hide Futures Easy 


New YorRK—Hide futures values dur- 
ing the week ended Oct. 28 turned 
slightly upward to record gains of 10 to 
25 points over the previous week’s close. 

Although prices on the New York 
Hide Exchange eased off somewhat 
late in the week, sharp advances were 
recorded during the first few days 
when reports were received that sales 
of large quantities of hides had been 
made by big producers at prices above 
the levels prevailing on limited quanti- 
ties moved previously. Sales in the 
spot market approximated 400,000 
hides, which considerably reduced the 
accumulated holdings of the large 
producers. 





September Conditions Improve 


New YorkK—September showed an 
advance over August all along the line 
in employment, weekly hours of work, 
and average weekly earnings, and a 
slight decline in the cost of living, 
according to the regular monthly 
statistical survey of wages and the 
cost of living in the United States 
by the National Industrial Conference 
Board. This advance is significant be- 
cause of its greater relative gain than 
any similar advance since the depres- 
sion began. 





Johnston & Murphy Busy 


NEwaRK—Prospects for continued 
improvement in the shoe manufactur- 

















GLADSTONE ON ADVERTISING 


This is about our job, and yours with us— 
advertising. It is too good a line not to be 
passed on. Sir Thomas Lipton quoted it. 
The words came from William E. Gladstone, 
England’s “Grand Old Man” of the Victorian 
era. Sir Thomas heard Gladstone say the fol- 
lowing in an address in Glasgow and took it 
for his text in business: 

“Advertising is to business what steam 

is to industry—the sole propelling 

power. Nothing except the mint can 

make money without advertising.” 











EVERY WEEK 


ing industry are much brighter at this 
time than in many months, says an 
official of Johnston & Murphy. The 
plant at 42 Lincoln Street is maintain- 


ing a five-day-a-week schedule. Or- 
ders from the retail trade continue to 
be received in fairly large volume and 
it is expected that there will be enough 
business on hand to continue present 
activity throughout the winter, and 
possibly the spring. 





Peck Reports Gain 


WORCESTER, Mass.—The Peck Shoe 
Co., makers of men’s fine shoes with 
patented Sta-Smooth insoles, have an- 
nounced that their production has been 
doubled beginning the first of October. 
This represents a gain over both a year 
and six months ago. The increase is 
due not only to the fact that regular 
customers are experiencing improve- 
ment in their business, but also to the 
addition of many new accounts. 





Shows Good Increase 


ATLANTA, GA.—The Nettleton shoe 
department at Zachry’s, Atlanta, of 
which Paul Barcroft is the popular 
manager, showed an _ increase for 
September of 75 per cent over Sep- 
tember, 1931, according to Mr. Bar- 
croft. Of particular interest was the 
increase in shoes of the higher price 
range, selling at from $8 to $12.50. 


Employing 800 More Men 


Preasopy, Mass.—Production on near- 
ly all lines of leather has increased so 
much that the A. C. Lawrence Leather 
Co. is now employing 800 more men 
than last summer. The coat leather 
department is now on overtime. 








September Business Good 


CHIcaco—September shoe business 
showed an increase of fourteen per 
cent over the same month last year, ac- 
cording to M. Propper, manager of the 
shoe department at Mandel’s. 
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“You walk... 


On A Cushion Of Air”’ 













a 


YOU WALK ON A CUSHION OF AIR 






Air-Tred Shoes have the definite sales 
advantage of patented construction. 
Write for information on the protected 


Air-Tred franchise. 















P689-52. Black Kid Regent Pump; 618 Last; 
18/8 Wood Louis Heel. In stock AAA, AA, 
A, B, C, D. Price e 

Also in Brown Kid as No. 689-53. $3.20. 















P865. Black Kid One Strap Center Buckle; 
614 Last; Black Lizard Trimming; 15/8 Cuban 
Wood Heel. Instock AAA, AA, A, B, C. 
















Free catalog or sample 


pairs on request. 






AULT-SHACKFORD 
SHOE CO. 
AUBURN - MAINE 


Also makers of Ault-Shackford 
SILHOU-WELTS 
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York Retailers Meet 


Yorx, Pa.—By a unanimous vote, the 
York Shoe Retailers Association went 
on record as being unalterably opposed 
to the so-called sales and nuisance 
taxes which have been recently placed 
on merchants in the State of Pennsyl- 
vania. 

The association agreed again this 
year to adhere to one retail price on all 
first grade footwear. The plan has 
been successful in past seasons and the 
merchants fully expect that it will be 
a’ success again this year. 

Two standing committees were ap- 
pointed, one to look after programs for 
the meetings and the other to look after 
social functions.. The former is com- 
posed of Mose Leibowitz, Charles Mar- 
tin, Jacob Reineberg and H. B. Gray- 
bill, and the latter is made up of Wil- 
liam Goodman, M. M. Reed and Samuel 
Breuggeman. — 





Allege Leather Dumping 


WASHINGTON, D. C.—Calf Tanners’ 
Association, at hearing before F. Z. A. 
Eble, Commissioner of Customs, testi- 


| fied that foreign tanners are dumping 


calf leather into American markets, or 
selling it here at less than cost of man- 
ufacture, the imports now being so 
large that 40 per cent of the calfskin 
leather currently used in American 
shoes is imported stock, coming chiefly 
from Germany and the Netherlands. 

F. H. Becker of the Ohio Leather 
Co. testified that the Ohio tannery is 
operating to but 75 per cent of its ca- 
pacity, and Fred J. Rueping of the 
Rueping tannery at Fond du Lac testi- 
fying that this factory is operating at 
but 60 per cent of capacity. Both de- 
clared that imports are cutting into 
their business. Other tanners presented 
like testimony. 





Department Stores to Be Sold 


PITTSBURGH, PA—The Harris De- 
partment Stores on Liberty Avenue this 
city and also at New Kensington, Pa., 
are to be sold at receiver’s sale by order 
of the United States District Court. 
The Pittsburgh store will be offered 
for sale on the premises, 624-630 
Liberty Avenue, Nov. 16, at 2 p. m., 
while the New Kensington store will 
be sold the day following at the same 
hour at the premises, New Kensington. 
The receivers are Mathis Prass and 
Louis M. Smith. Both stores operate 
extensive shoe departments. 





Issues Shoemaking Manual 


BostoNn—A Soviet textbook for shoe- 
makers, copies of which have come re- 
cently to this country, gives 40 pages 
to Matzeliger’s invention of the lasting 
machine, and American methods for 
lasting shoes. It’s in Russian. 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 5, 1932 












COMING TRADE EVENTS 


New York—December 6, 7, 8, 9, 1932. Hotel 
Commodore. National Boot and Shoe Manu- 
facturers’ Association. Seasonal Opening. 

Chicago—January 9, 10, 11, 1933. Palmer 
House. National Shoe Retailers’ Association. 
Annual Convention. ' 

Toronto—January 9, 10, 1933. Royal York 
Hotel. Canadian Shoe Retailers’ Association. 
Annual Convention and Shoe Exhibition. 

Chicago—January 12, 13, 1933. Palmer House. 
National Shoe Travelers’ Association Annual 
Meeting. 

1933, 


Boston—January 16, Hotel 


17, 18, 


‘. Statler. -11th Annual Boston Shoe Show and 


Convention. 

Baltimore—January «23, 24, 25, 1933.. Hotel 
Lord Baltimore. Middle Atlantic Shoe Re- 
tailers’ Association Annual Convention. 

Fort Worth—February 6, 7, 8, 1933. Hotel. 
Texas. Texas Shoe Retailers’ Association, 
Annual Convention. 

Indianapolis—February 6, 7, 1933: Hotel Clay- 
pool. Indiana Shoe Travelers’ Association 
Annual Meeting. 


: Des Moines—February 27, 28, March 1, 1933. 


Hotel Fort Des Moines. Northwestern Shoe 
Retailers’ Regional Association Annual Con- 
vention. 

Everywhere, April 16, 1933. Easter Sunday. 





Novel Anniversary Features 


SALEM, Mass.—Celebrating their 
75th anniversary, Almy, Bigelow & 
Washburn presented some novel fea- 
tures in publicity as well as_ sales. 
Supplementing spready advertisements 
in the newspapers were historical 
sketches telling of celebrated events 
that happened in the home town on 
Oct. 29, the day that the first store 
opened its doors 75 years ago. Even 
the great earthquake that shook New 
England on Oct. 29 two centuries ago 
was mentioned. With some detail as 
to costume, the ball given to Wash- 
ington on Oct. 29 was described. 
Other notable events were also woven 
into the records of the A., B. & W.. 
store. The window displays  pre- 
sented a revue of styles from 1877 to 
date. Some unusual specimens of 
footwear were shown. 





Widespread Promotion Plans 


DatLas, TExAS—Plans for  store- 
wide promotion campaigns in leading 
department stores over the Southwest 
have been made by members of the 
Southwestern Department Store Man- 
agers’ Association. Store-wide pro- 
motions designed to stimulate business 
between now and the first of the year 
were considered in detail. 





Inspects Canadian Branch 


PorTSMOUTH, OHIO—A. H. De Pass, 
an executive of the Selby Shoe Co., 
left recently for an inspection of the 
Selby branch at Montreal, which has 
been in operation for the past eight 
months. It is announced that the out- 
put of the Canadian factory is being 
gradually increased. 
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LAZAN BROTHERS OPEN THIRD STORE 





a a 


New York—The third Foot. Saver 
Shoe Store to be opened in the city 
under the direction of the Lazan 
Brothers. This shop is located right 
in the center of the mid-town shop- 
ping sector, on 34th Street, and is in 
direct competition with some 32 other 
smart shoe retail outlets, large depart- 








ment stores, specialty shops and ex- 










After being 


clusive shoe stores alike. 
opened several weeks, the proprietors 
have found business to be much better 
than their fondest hopes led them to 


anticipate. A hosiery department is 
just inside the door. The store has a 
seating capacity of 86 chairs and car- 
ries a stock of 10,000 pairs of shoes. 
The photo shows attractive windows. 








Promotes Quality Maintenance 


CuHicaco—A show card in Cutler’s 
window announces that the quality of 
Cutler’s shoes hasn’t changed since 
the new reduction in prices. Material 
and workmanship are the same as in 
shoes which sold for $5.50 although 
the price reduction has been 40 per 
cent. It goes on to say that there is 
a reputation almost fifty years old 
for honest value behind this statement. 

According to T. T. Metzel, president 
of the company, consumer suspicion 
(which is a conspicuous factor in sales 
1esistance today) can be best over- 
come by the reputation of the firm 
selling the shoes and the actual quality 
of the merchandise itself. In the last 
resort, the shoe itself is the biggest 
argument for quality. 





Studies Markdowns 


CoLuMBuUS, OHI0.—Much interesting 
data has been collected and tabulated 
by the Bureau of Busimaess Research 
of Ohio State University in a study of 
the extent and causes of markdowns 
in nine of the leading department 
stores in Ohio. 


| 322,907. 





The nine stores in which the mark- 


down. data was selected during the six 
months’ period had total sales of $20,- 
Of that total sales volume 
the shoe departments accounted for 
$971,914.77. The value of markdowns 
in the shoe departments in these stores 
was $134,984 and the number of indi- 
vidual markdowns was $76,824. The 
tabulation shows that the average value 
of individual markdowns was $1.75. 





Fall Housecleaning Sale 


DENVER, CoL.o.—Denver shoe dealers 
as a whole took advantage of the third 
thing from special theater programs to 
luncheon menus in addition to every 
kind of merchandise and made a regu- 
lar fall housecleaning in all left-over 
stock on their shelves. In several in- 
stances merchandise of this kind was 
offered as low as 69 cents. 


Make Western Trip 


CINCINNATI—Barney Solar and Wil- 
liam Bresnahan of Compo Shoe Ma- 
chinery Corporation have been making 
an extended western trip, contacting 
manufacturers and leading merchants 
in Columbus, Cincinnati, St. Louis, 
Kansas City, Chicago and Milwaukee. 
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HAND-TURNED =~ HOUSE SLIPPERS 
PIII KEKE 


2597 Pat. and 
Red Kid, 
2598 Pat. and ? 
Green Kid j 

$2.50 


EVERYTHING!A 
.MAN COULD 
ASK* FOR 

IN 
COMFORTABLE 
SLIPPERS 


¥ 
Vv 
Thirty-two Styles 
IN STOCK 
For the Holiday Trade 


A 
A 


L. B. EVANS’ SON 


COMPANY 
WAKEFIELD, MASS. 


BOSTON NEW YORK 
10 HIGH ST. 47 W. 34TH ST. 


STOCK CATALOG ON REQUEST 


Keane EEE 
>>> 21 STANDAED ALOU SE SLIPPERS 


HAND-TURNED 
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WHERE TO BUY 
Men’s Shoes 


OB OF er re 


ZEB, 


().. A. PACKARD CKARDCO., Makers 


“Tlettleton 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, Presiden: 
Syracuse, N. Y. 





























Richards & Brennan Co., Randolph, Mass. 











FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 








Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 


: . a 
B 


IGHEST GRADE ONLY” 
THE 




















EAST WEYMOUTH,MASS. U.S.A. 








=” SHOE 
Men’s Fine Shoes 
uEw YORK - sm ey of £0 
soe MASS. | | 1 men sr. 
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Rough Stuff !! 


Boston—Shaggy suede for uppers 
of sport shoes, unless it be suede splits, 
or other leather, finished with the fiesh 
side out and the grain side in, and, 
may be, unlined. Anyway, it will be 
rough stuff for sport shoes, and yet 
withal, supple, glove fitting leather, 
Just the finish is rough, that’s all. 
What’s that idea of roughed up soles? 
The grain may be buffed to make a nap 
like that of the suede upper. Can the 
sole be made with the grain side in 
and the fiesh side out? Shoes have 
been made that way, and the flesh given 
a firm filler. The grain within the 
shoe, up against the insole, makes an 
insulation. Should the sole be roughed 
up to match the upper—the ensemble 
of finish for both sole and upper? 
Should colors correspond for top and 
bottom of shoe? White is put down 
first on the list for sport shoes. Some 
will be of the rough stuff. Then there 
is the fawn shade, a light tan color, 
something like that of a light colored 
sole. ‘ Also, there’s elk and grain, both 
natural and the boarded figure, and 
pig and other unusual grain. Tanners 
are showing many samples. And buy- 
ers are scouring European markets for 
unusual leather for sport shoes. It is 
going to be in 1933 a great season for 
athletic, play and pastime shoes. 





New Novelty Souvenir 











Cuicaco—J. L. Gertz, who for many 
years was Chicago representative of the 
International Shoe Co., is appearing 
again among the shoe trade with a 
souvenir toy which he says is being ac- 
cepted as a sales stimulator. He advises 
that the Schiff Co. of Columbus are 
using a large quantity of these toys 
in their Chicago district, and this firm 
will conduct a tournament and give 
away prizes. 





Starts Sample Shoe Store 


PROVIDENCE — Nancy Halprin has 
started the Sample Shoe Store at 627 
Westminster Street. 
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New Skating Shoe Guard 





A new device has been recently pa- 
tented which is claimed to prevent the 
wearing away of the sole of an ice 
skating shoe, thereby prelonging the 
life of the shoe. It is called “The Shoe 
Guard” and is especially recommended 
for rinks where skates are hired. The 
guard is inexpensive and can be at- 
tached to any shoe at a small charge. 
The guard can be supplied in either 
aluminum, nickel or copper finish to 





match the skate attached. It makes 

a very attractive outfit. 

Tricky Hand Bags 
CuHicaco—Handbags are flooding 


the stores right now. They come in 
endless variety both in models and 
materials. Some of the materials be- 
ing featured in the better shops are 
“tweed calf,’ quilted satin, pleated 
crepe and many woolens and even felt. 
Very much trimming is being shown, 
including a strong use of chromium 
and copper. These metals appear in 
modernistic motifs, in heavy frames 
and handles, and in the very new 
swagger buckle-button. Marquisite is 
also used extravagantly and crystal 
ornaments and clasps in large design. 
A swanky model seen at Charles 
Stevens & Co. is of felt with a zipper 
fastening. It is very capacious and 
has besides the usual space and pockets, 
a compartment under the outside flap 
for notebook, pencil and cigarettes. A 
large metal button-buckle fastens the 
outside flap. This bag is shown in 
black, brown, wine red and green. 


Right From The Bench 

A high class store of Boston is pre- 
senting bench made shoes just as they 
came from the shoemaker who made 
them on the bench. They are neither 
the perfection of form nor the maxi- 
mum of fine finish; but they command 
high prices, and they look fresh from 
the.shoemaker who works at the bench. 
Some of the epicures like them that 
way. 








Browns Strong In Chicago 

CHICAGO.—Men’s footwear is show- 
ing some interesting trends, is the re- 
port at Marshall Field and Company’s 
men’s store. For instance, there is a 
definite movement toward brown shoes 
and custom lasts among well-dressed 
men. 
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A lesson 
from the humble 
Clothespin / 


Satin or Alligator . . the springy double tongue 
in the TRI-SLOT heel grips any thickness of 
heel covering as securely as the common clothes- 
pin holds handkerchief or blanket. 


This trademark is 
your protection in 
buying wood heels. 





Simply tuck the two ends of the covering ma- 


terial into the center slot in this patented heel 

(see diagram at right) and the tongues on each ADJUSTS ITSELF TO 
side spring back to hold these ends permanently ANY THICKNESS OF 
taut. HEEL COVERS 


The result: a tighter joint and a heel with 
smoothly rounded breast edges that cannot 
loosen and become frayed. 


Like all Mears heels the TRI-SLOT is neater, 
smarter, and superior in uniformity and ac- 


curacy of duplication. Specify the new Mears 
TRI-SLOT heels. 


FRED W. MEARS HEEL COMPANY, Inc. 


Auburn, Me. Columbus, O. St. Louis, Mo, 
Conway, N. H. Auburn, N. Y. Salem Depot, N. H. 


Affiliated Company: Fellows Wood Heel Co., Brentwood, N. H. 


MEAR WOOD HEELS 
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WHERE TO BUY 
Spats 


2¢ 
BOND STREET 
Spats 


‘s best known 
and most demanded line. 
Styled in England — 
made in a full range of 
sizes and colors. 
Somes by timely, in- 


and consistent 
sdvertisi 
—_ 











in The Sat- 
jwening Post. 
Strong merchandising 
Immediate delivery from 


elpe—osereett ve packages. 

Write ‘today for samples to 

THE WILLIAMS are. COMPANY 
Portsmouth, 0 U. 8. A. 








WHERE TO BUY 
Ballet Slippers 








In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 
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WHERE TO BUY 


Shoe Accessories 








Buy at 
Manufacturers’ Prices 
: and Co i 
Specialty “ rrective 
Felt or rubber Metatarsal But- 

. leather nd plain 





ippers, ‘pinch pads, 
ropodist felts, ete, 


GARt Ton bm snes. 108 FINDINGS mre, co. 
321 West M jeago, fil. 
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WHERE TO BUY 


Shoe Forms 


Oli hi eli eli i lid 


| Zairy Forms, 


FOR SHOES AND HOSIERY 
made from white, 
transparent or colored 
FAIRYLITE 
Shee Form Co. Ince., Auburn,N.Y. 











Rubber Business Good on Coast 


SEATTLE, WASH.—Business improve- 
ment right now is far ahead of 1931, 
announced C. J. Noonan, sales man- 
ager of the footwear division of the 
United States Rubber Company, with 
headquarters in New York, who is in 
Seattle in company with W. M. Smith, 
Western district manager of the foot- 


wear, clothing and general products’ 


division of the company, with Coast of- 
fices in San Francisco. 

“We are now in the midst of the 
sharpest business improvement we 


have enjoyed in the Seattle territory in. 


years,” said Mr. Noonan. “Many mer- 
chants have delayed ordering, due to the 
Summer weather that has continued 
into the Fall season. Now that Fall 
weather is being experienced, hun- 
dreds of merchants handling our prod- 
ucts in this area are placing their or- 
ders now, 

“This has resulted in sharp sales up- 
turns in all lines. It is apparent that 
this improvement will continue through- 
out the remainder of the year, with con- 
sequent business. improvement,” he 
said. 

Mr. Noonan recently was promoted 
to the sales managership’ in the foot- 
wear division in New York. He is now 
in charge of all footwear sales for his 
company in the United States. He 


formerly was Western division man-- 


ager, with headquarters in-San Fran- 
cisco, and is succeeded in that position 
by Mr. Smith. 





Shoe Sales Increase 50% 


GREELEY, CoLo.—Sales_ increased 
nearly 50 per cent at the Harbaugh 
Shoe Co. during a recent week, as a 
result of the firm’s participation in a 
unique style show and fall merchan- 
dise display staged cooperatively by 
156 downtown merchants. The novel 
program brought approximately 15,000 
people into the business district for 
the evening. 

The Harbaugh firm held “open 
house” during the entire evening of 
the promotion, used a special window 
display featuring the highest grade 
shoes stocked and took advantage of 
entertainment provided the visitors co- 
operatively by the merchants. 





New Retail Lineup 


Creston, Iowa—A. M.-.Glick and 
Edward L. Peak are the new owners of 
the Glick’s Limp In—Walk Out Shoe 
Store. A. M. Glick bought out his part- 
ner, Books Wigley, and associated him- 
self with Mr. Peak, who has been in 
the store with him for the past five 
years. This shop will be conducted 
as a family shoe store and continued 
under the trade name mentioned. This 
location has been a shoe store for the 
past 55 years, it being the old Ed. C. 
Keith location. This city boasts of not 
having had a bank failure and looks 
forward to continued prosperous busi- 


ness. 
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UP AGAIN—DOWN AGAIN 


Boston—Hides are down 84 p.c., after 
going up 113 p.c. Roughly, hides cost tan- 
ners a nickel a pound now against a dime a 
pound a while ago, and 30 cents or so a pound 
at the peak of the past. The price of a pop- 
ular cigar buys a pound of hides of which to 
make leather for shoes. It doesn’t matter as 
much to shoe merchants as it did in days of 
yore. The style and the fit of the shoe makes 
the retail quotation, subject, to be sure, to 
major movements in hides, like crashes or 

ms. 





Alph. Verlaque & Bro. Retires 


New ORLEANS—It was in 1887 that 
Alph. Verlaque began to work for the 
late George Wagner, at that time one 
of the leading shoe merchants in the 
“Vieux Carre.” Aften fifteen years in 
the employ of George Wagner, Alph. 
Verlaque, with his brother Joseph, 
started and opened up the True-Fit 
Shoe Store at 627 La rue Ursulines, 
right in the heart of the “Vieux Carre,” 
close by the historic French market. 

In a few years their business in- 
creased so that they had to seek larger 
quarters and moved to the corner of 
Royal and Ursulines, and had one of the 
largest exclusive shoe stores below 
Canal Street; for twenty-five years they 
have been at ‘this corner. 

On account of the bad health of Alph. 
Verlaque, this old landmark—the True- 
Fit Shoe Store—and their entire stock 
was sold to the Ivan Shoe Store, 4115 
Magazine Street. 

The passing of the True-Fit Shoe 
Store will be missed by many of the 
traveling shoemen, who always had a 
warm welcome with both “Alphie” and 
Joe Verlaque—always jolly and always 
willing to give the “boys” the “once 
over.” Many of the old time travel- 
ing men would always call on both 
“Alphie” and Joe, notwithstanding that 
the lines they carried could not be used 
by them, but it was that old time 
friendship and memories of their buy- 
ing with them in the good old days at 
“Vonderbanks” and the Cosmopolitan 
Hotels. 





Successful Department Opening 


INDIANAPOLIS—A children’s shoe de- 
partment was opened by the Goldstein 
Bros.’ department store recently. 

The new department has been named 
“Buster’s Little America.” Both sides 
of the entrance and the three walls 
are decorated with oil pictures in 
mural style, illustrating important his- 
torical events of this country. 

All children in Indianapolis were in- 
vited to attend the opening and were 
presented with souvenirs. A boy scout 
demonstrating a fire-starter was one 
of the attractions of the opening day, 
and one of these and a first-aid kit 
were presented with the sale of every 
pair of boy scout shoes. 

J. C. Youngs, manager of the shoe 
department, said the opening was more 
than a success. 
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A Thoroughly Modern Shoe 





SMART 
STYLISH 
LIGHTWEIGHT 
FLEXIBLE 


THE 





UCO 


(TRADE-MARE) 


c SHOE 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Women’s Shoes 








Spas Re? | product of 
SHAFT-PIERCE SHOE CO., Faribault, Mina. 


WHERE TO BUY 
Work Shoes 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 





















W. 8S. CHASE & SONS, INC., 

HAVERHILL, MASS. 

im Steck Men's Full Leather Lined 
Handturned Slippers 

Priced from $1.60 


Kid Pullman Slippers 
colors and Black with 


Snap Pocket Siso 
Zipper Pocket $1.50 








Men’s Hand Turned Slippers 
ROMEOS EVERITS OPERAS 
ALL LEATHERS $1.45 AND UP 

GOLDEN BROWN KID—IN STOCK 


ROTH SHOE COMPANY 
MANUFACTURERS 
8@ N. FOURTH 8T. PHILADELPHIA 











No.CT16—All sizes 
for immediate 


Write for circa 











» STORE CHANGES 4¢ 





Green Boot Shop Opens 


CINCINNATI—The formal opening of 
the Green Boot Shop, 963 E. McMillan 
Street, took place Oct. 20. There was 
a profusion of flowers for the opening 
day and green and amber glass sugar 
and cream sets were given to each pur- 
chaser of men’s or women’s shoes. 
Each child purchasing shoes at the 
opening received a gift of a balloon, 
baseball, or candy sucker. Premier 
hosiery at 47c. to $1 are also featured. 
Harry L. Green is both owner and 
manager. 





Buys Royal Shoe Store 


BuFFALo, N. Y.—E. W. Edwards & 
Son has purchased the entire shoe 
stock of Joseph S. Levin, trading as 
the Royal Shoe Store at 796 Jefferson 
Avenue, for $1,021 under the New 
York State bulk sales act after 10 
days’ notice to creditors. This will 
be .sufficient to pay creditors 30.4 per 
cent on their claims of $2,690, it is 
reported by Howard T. Saperston, of 
Saperston, McNaughtan & Saperston, 
as attorney for creditor interests. 





Sells Store 


Morcantown, W. Va.—By filing of 
a sale agreement in the clerk’s office 
of Monongalia County here, the stock 
and property of the Family Shoe Store, 
234 High Street, has been transferred 
from Nathan G. Falk of Blairsville, 
Pa., to Harry E. Goldstein. The con- 
sideration was given as the nominal 
one dollar. 





Ware to Continue 


ATLANTA, GA—E. L. Ware, who 
was formerly manager of the shoe de- 
partment for the Daniel Brothers 
Clothing Co., will, it is reported, be 
associated with them in their new 
store at 46-48 Broad Street, N. E. 
Mr. Ware will own and operate his 
own department under the new ar- 
rangement, leasing space from the 
store. 


E. G. Anderson Starts 


Des Moines, Iowa—E. G. Anderson 
& Co. is a new shoe store in the city, 
located at 500 Walnut Street. Mr. 
Anderson, the proprietor, operated the 
shoe departments in the Oransky de- 
partment store here for about 20 
years. He has associated with him five 
former employees of the Oransky 
store. 








Dorsen’s Installs Shoes 


MILWAUKEE — Dorsen’s, downtown 
women’s store, has installed a shoe de- 
partment. An overnight bag was 
given free with each pair of shoes sold 
on the. opening day. 
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THIS AD IS READ 


Boulder, Colo—John La Torra, of the La 
Torra Shoe Co., misses no opportunity to say 
a few words about his shoes, when local bills 
are being paid. Instead of enclosing manufac- 
turers’ advertising matter with the statement 
and check, La Torra “takes his pen in hand” 
and scribbles some such message as this on the 
bottom of the statement: “We still have the 
best line of shoes for the entire family in the 
country.” 





R. B. Dorland Opens 


CorNING, N. Y.—Reginald B. Dor- 
land has opened a new retail shoe 
store in the Clarence Allen Block, this 
city. Mr. Dorland is an experienced 
shoe man. He was for six years asso- 
ciated with the Lester Shoe Company. 
In addition to shoes, a full line of silk 
hosiery is carried. 





Specializing in Men’s Shoes 


KLAMATH Fatus, OrgE.—Fred L. 
Houston and Earl Wayman, formerly 
of Portland, have purchased the Her- 
man Men’s Store here and will operate 
under the name of Houston & Way- 
man. They will carry a complete line 
of men’s shoes, both in medium and 
high quality stocks, 





Opens New Shoe Department 


CoLumBus, OHIO—The Dunn-Taft 
Co. of Columbus, operating a large de- 
partment store, has opened an exclu- 
sive woman’s shoe department on the 
second floor. It is planned to specialize 
in I. Miller footwear. C. B. Merrill 
will be manager of the new depart- 
ment. 





Changes Store Name 


Detroir—Benjamin Rosenberg has 
changed the name of his up-to-date 
shoe store at 8000 Harper Avenue, cor- 
ner of Van Dyke Avenue, to the Flors- 
heim Rosenberg Store. He feels that 
the value of a nationally advertised 
name in the store title is paramount to 
the owner. 


Adds New Line 


New ORLEANS— Maison Blanche 
Company has been appointed exclusive 
distributors for the Vitality Health 
Shoes in this city. The display is laid 
on the second floor and is attracting 
much attention. 








Ground Gripper Store Moves 


PITTSBURGH, Pa.—The Ground Grip- 
per Shoe Store formerly located at 515 
Grant Street is now in new quarters 
at 207 Stanwix Street. 





Women’s Specialty Shop 


POUGHKEEPSIE, N. Y.—Nugent’s, 314 
Main Street, dealers in feminine wear, 


has opened a retail shoe department. — 


Women’s shoes only are carried. 
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AnkleHi 
i Fairy Forms 
ee: can be used 
with or with- 
out hosiery as 
the illustra- 
tions show. 
Price, $1.75 a 
pair. 








COME TO READING 


you will be delighted to visit the many 
spots of historic interest in this famous 
industrial centre. 


Make your headquarters at 
this Modern, Fireproof Hotel 


300 ROOMS 
RATES: $2.00 to $3.50 
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“Buy Me...” 


say Shoes Fitted with these Forms 
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por a few of your better shoes on AnkleHi Fairy Forms. 

Place them in your windows and in your department 
displays. Then note how people are attracted to your 
shoes. 

AnkleHi Fairy Forms preserve the style and individual- 
ity of display shoes. They enthuse buyers and increase 
sales. They can be used alone or covered with hosiery. 

Order a few for your display shoes—strap models, cut- 
outs, or pumps. AnkleHi Forms are made in sample size 
4B to fit almost any woman's shoe. The adjustable feature 
takes care of changes in width. Easily cleaned. If your 
jobber cannot supply you, order from us. 


SHOE FORM CO., Inc., AUBURN, N. Y. 





Licensea Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 


Northampton Paris Frankfort Melbourne 
England France Germany Australia 





Opposite 
the new 
Waldorf Astoria 


= | 24 
Home 


/ 
al U/r if TGUS SWIAANO POO 


HELTON 


at 49° and Lexington NEW YORK 


Justifiable Pride 


It is more satisfying to live in a high-class hotel than 
in a room in a private home; living at the Shelton 
will give you a background and assist in securing a 
social status. You will feel proud to invite your 
friends here. Surrounded by many of the city’s 
finest hotels. Room from $2.50 per day and $50.00 
per month upward. 


Club features (free to guests): Swimming pool; gymnasium; 
game rooms for bridge and backgammon; roof garden and sola- 
rium; library and lounge rooms. 


Also bowling; squash courts and cafeteria. Reasonable Prices. 








When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 
Dancing Shoes and Taps 








..On the Selling End. 


News of the Travelers and Sales Activities 








TAP SLIPPERS 
IN-STOCK 
Black Kid One Stra 

81.36 
Patent Leather One- 
Strep $1.65 
Ribbon ties 5c 







. extra. 
BROOKS SHOE MFG. CO. 
Swancen & Ritner 


Philadelphia 








TAP DANCING 
THEO SLIPPER 
‘*; Stock Ne, (210 
Patent Leather 
For Growing Girls 
O Widths—Sizes 3-7 
Price $1.25 


BLOG SHOE CO., INC. 
147 Duane St., New York City 



















THE LEADING TAP SHOES 
IN STOCK 


Insist on TURNS for your 
TAPS 


Patent Leather 
or Black Kid 








2270 
Write for 
sample-pairs 

The Norridgewock Shoe Co., Inc. 
i NORRIDGEWOCK, MAINE ummm 








TAP SLIPPERS IN STOCK 


One straps or Ties—Patent 
or Kid Le 
9—B, C and widths. 






FREEMAN 
THOMPSON SHOE 
COMPANY 
St. Paul, Minnesota 

















Claim Reduced Hotel Rates 


Thomas A. Delany, secretary of the 
National Shoe. Travelers Association, 
reports: 

“It is interesting to know that the 
National office is in receipt of commu- 
nications from many hotels through- 
out the country in reply to corre- 
spondence sent them in reference to re- 
duction in room rates—particularly 
sample rooms. These hotels state that 
reductions are now in force, so it would 
be well for all our members to check 
up to learn the accuracy of these state- 
ments and the amount of reductions. 

“Special efforts have been put forth 
by the chairman of railroads and the 
National office to contact the officials 
of all the leading railroads of the 
United States for the issuance of an in- 
terchangeable mileage book at rates 
under prevailing passenger rates. 


Practically every railroad contacted 





has been heard from.” 


Regional Meeting of the South- 
western Shoe Travelers 


A regional meeting of the South- | 
western Shoe Travelers was held at 


the Adolphus Hotel, Dallas, Tex.,; Oct. 
22. There were thirty who sat down 
to a very fine luncheon, and it was de- 


cided to hold another luncheon in the |: 


near future. There were three charter 
members of the Southwestern Associ- 
ation present, E. H. Muse, Fort 
Worth; J. J. (Mickey) Sullivan and 
P. A. (Col.) Ritter. 

Mr. Potts of the Potts & Auer Co. 
gave one of his usual fine talks, and 
his little essay on “Only Two Things 
to Worry About” was- certainly well 
received. A short talk was made by 
Vice-President E. H:. (Bob) Moody, 
Harvey Hunter, vice-president, and 
Ed. Keleher, president of the South- 
western. 

Artie Compton, assistant manager 
of the Adolphus Hotel, announced 
that beginning Monday, Oct. 24, a 
room was to be set aside at the Adol- 
phus Hotel to be known as the Shoe 
Men’s ‘Clab” room, this being do- 
nated by the Adolphus Hotel. All 
shoe men are asked to register at the 
club while in Dallas. This announce- 
ment. was received in a very boister- 
ous way. All the boys in the South- 
west will certainly appreciate having 
headquarters at the Adolphus Hotel 

J. J. (Red) Buckley, who was chair- 
man of the arrangement committee 
for this luncheon, is to be congratu- 
lated on its success. He was ably as- 
sisted by J. J. (Mickey) Sullivan. 





Randall With. Burdett Co. 


Perley Randall, versatile shoe man, 
who represented W. B. Rice Shoe Co. 
of Lynn in New York market for some 
years,-is now with the Burdett Shoe Co. 
of Lynn, and, under his supervision, 
new lasts and patterns are being put 
into action in the Burdett factory for 
the manufacture of women’s shoes for 
the big city trade, the shoes to be 
Littleway lasted and cement fastened. 





Morrow Joins J. Edwards & Co. 


Frank D. Morrow will present the 
new Senorita line of Modern Miss 
shoes that was originated this present 
season by J. Edwards & Co. 

Mr. Morrow will travel in New 
England and through the middle west. 





Opens Detroit Office 

The Central Shoe Co. has established 
a Detroit office at 601 Griswold Build- 
ing. M. C. Blanke has been appointed 
local. representative. 








“Bob” Doyle With Packard 


Robert F. Doyle,-well known sales- 
man and more popularly known to 
thousands. of merchants and buyers 


‘throughout the’ country as “Bob,” has 


joined the sales force of the M. A. 
Packard -Co., Brockton. 

_ Vice-President Alfred T. Kent, in 
charge of sales, has assigned Mr. 
Doyle to a territory extending from 
Philadelphia to New Orleans—a sec- 
tion of the country with which he is 
very familiar—and one in which he 
will be able to renew many old ac- 
quaintances. _— - 

In addition to’ the complete stock 
line of Packards retailing at five and 
six dollars, Mr. Doyle has had a spe- 
cial style group of samples designed to 
meet the requirements of buyers whose 
trade demands certain type lasts or 
patterns. 





Traveling Men in Atlanta 


Among the recent shoe travelers in 
Atlanta were Bill Brennan, of the 
Richards & Brennan Shoe Co., Ran- 
dolph, Mass.; Bill Campbell, of the 
Conrad Shoe Co., Brockton, Mass.; Bob 
Doyle, of the Packard Shoe Co.; Bill 
Hart, of the Johnson & Murphy Shoe 
Co., Newark, N. J.; Frank Sullivan, 


‘of the E. T.. Wright Co., Rockland, 


Mass., and E. S. Rankin, of the Slater 
Co., South Braintree, Mass. 


Bill Campbell Out. 


William E. Campbell (“Hello-Amer- 
ica-Bill”) is on one his swing-around 
trips which will take him to many 
places. He has Jacksonville, Reno, 
Memphis, San Antonio, San Diego and 
Seattle on his visiting list, as well as 
sundry other important towns, and 
expects to get back to the home office 
of the Conrad Shoe Co. by Christmas. 
He confidently expects to do more 
than to say “Hello,” however. 


Elisha James With L. Q. White 


Elisha James, well known to the job- 
bing, mail order and volume trade, has 
made connection with the L. Q. White 
Shoe Co. of Bridgewater, Mass. Mr. 
James is now on his territory and looks 
forward to good business and renewing 
the acquaintance of his many friends. 


Levy With Freedman & Son 


H. R. Levy, who has been covering 
Pennsylvania, New Jersey, Maryland, 
Delaware and Washington, D. C., for 
the past eight years selling men’s shoes, 
announces his new connection with A. 
Freedman. He will cover exactly the 
same territory as heretofore. 
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SHOE LACES 
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FOR RAPID SERVICE 


To give faster service on all shoe lace 
orders we now distribute to the trade 


through our selling agents, the United 


Shoe Machinery Corporation. 


We manufacture a complete line of 
glazed, soft-finished, rayon, and mercerized 
laces, and branch offices located in every 
important shoemaking center carry repre- 


sentative stocks. 


By communicating your lace needs to 
the nearest branch office your order is 
assured immediate attention. Special atten- 


tion is given to all emergency orders. 


SHOE LACE COMPANY 


(Successor to. Joslin Manufacturing Co., Established 1865) 


LAWRENCE, MASS. 


SELLING AGENT 


UNITED SHOE MACHINERY CORP., BOSTON, MASS. 





When writing advertisers please mention Boot and Shoe Recorder 








WHERE TO BUY 


Children’s Footwear 


Patented (onstruction Features 


Ma iathon Shoe Co 
DEN O Stove CO) 














163 NUMBERS IN STOCK 
Write for New Fall In Stock Catalog. 





SHOE MFG.CO. 


Re etn ae 
] LANE BROS. 


co., Ma 
NEW ENGLAND erates. DISTRIBUTORS 








PURITAN WELTS 


AN IN-STOCK 
INNOVATION 


One of six fast 
selling Puritan 
Welts carried in 
2/6..$.70 te $.95 
6/8.$.90 to $1.15 








PATENT - « WHITE Send for catalog. 
JERSE - + COFFEE 
LIGHT SMOKE * 
GRADES: |, 2 and 3 








Send for Samples EPHRATA SHOE CO., Inc. 
IN-STOCK EPHRATA, PA. 














Morris Hahn 


BALTIMORE, Mp.—Morris Hahn, co- 
founder of the prominent, retail shoe 
business of the William Hahn Co., 
operators of two exclusive shoe shops 
in Baltimore, Md., and several in 
Washington, D. C., under the name of 
Hahn’s, died at the Washington Sani- 
tarium, Washington, D. C., following 
a long illuess. 





Pioneer Shoe Merchant Dies 


Cuicaco— Adolph Kapper, for the 
past thirty-nine years in the retail 
shoe business on .Chicago’s west side, 
passed away at the age of sixty-four 





after a long illness. 





His eldest son, Irving, who has been 
associated with his father for years, 
will manage the store in the future. 


Alfred J. Ruby 


Cuicaco, Itu.—Alfred J. Ruby, head 
of the firm of Alfred J. Ruby, Inc., 
operating shoe stores in Chicago and 
Detroit, died Saturday afternoon at 
his home, 842 Sheridan Road, Wil- 
mette, aged 49 years. 

Mr. Ruby went to his office as usual 
on Saturday, but complained of feel- 
ing ill and was taken home by a friend. 
Ten minutes after his arrival he col- 








ALFRED J. RUBY 


lapsed and died without regaining con- 
sciousness. Heart disease was the 
cause of death. 

Before he entered the retail shoe 
business, Mr. Ruby was engaged in the 
wholesale branch of the trade in the 
East. He leaves his widow, Mrs. Ger- 
trude Ruby, and a daughter, Betty. 
Besides being active in the National 
Shoe Retailers’ Association and other 
trade groups, he was a member of the 
Bryn Mawr Country Club. 

For seven years Mr. Ruby was em- 
ployed as salesman and manager in the 
Regal shoe store at Broadway and 
Fourteenth Street, New York. There 
he attracted the favorable attention of 
Elmer J. Bliss with whom he enjoyed 
a long acquaintance. After leaving the 
Regal organization he became asso- 
ciated with Frank Brothers, where he 
remained for 15 years, becoming buyer 
and manager. 

During his stay with Frank Broth- 
ers, Mr. Ruby formed a close bond of 
friendship with Eddie Bernstein, then 
manager of Frank Brothers New 
Haven store, and the two went to De- 
troit, beginning business there in 1916. 
The Chicago store was opened in 
September, 1919. 

In 1929 Mr. Ruby’s firm had three 
Detroit shops and six in Chicago, and 
had developed plans for the opening 
of othérs in large midwestern cities. 
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These plans were checked by the de- 
pression. Never once, however, did he 
waver, in his confidence in quality foot- 
wear, his price range never falling 
below eight fifty except for clearance 
sales. 
Mr. Ruby’s home, with its oil paifit- 
ings and other objects of art, revealed 
the man’s innate love of the beautiful. 
He took a keen interest in politics and 
was actively engaged in political con- 
ferences with his close friend Jim Levy, 
as late as last Friday. 

Funeral services were held on Tues- 
day. Burial was in Rosehill cemetery. 

Alfred J. Ruby was one of those rare 
individuals capable of radiating vital 
energy—in his presence you experi- 
enced the force of a dominating per- 
sonality—outspokenly courageous and 
fearlessly independent. He _ talked 
straight from the shoulder and he lived 
and worked the same way. Powerful in 
physique, he led a most robust life. 
Powerful in opinion, he enjoyed brain- 
battle with everyone. Powerful in con- 
viction, he held his store to high stand- 
ards of merchandise and service. To 
his friends he was host-extraordinary. 

A poor boy, struggling through his 
boyhood, working day and night when 
others were at school, he fought his 
way, up and up, against every handi- 
cap. Step by step he balanced the ex- 
perience of business with the hunger 
for knowledge—which he later supple- 
mented with cultural contacts here and 
abroad. 





Sylvester A. Bixler 


Boston—Sylvester A. Bixler, pur- 
chasing agent for the Kistler Leather 
Co., passed away at the Newton Hospi- 
tal at midnight Oct. 26. Mr. Bixler had 
been associated with the Kistler 
Leather Co. for the past twenty years, 
previous to which he was district man- 
ager for the Bell Telephone Co. at 
Lock Haven, Pa., and also with the 
sales organization of the Harbison- 
Walker Refractories Co. at Pittsburgh, 
Pa. 

Mr. Bixler first became a tanner in 
1912 when he was appointed superin- 
tendent of the West Branch Tannery 
at Lock Haven, after which he was 
made general superintendent of all the 
Kistler tanneries. In 1920 he became 
general purchasing agent with head- 
quarters at Lock Haven, removing to 
Boston in 1921, when he located in 
Waban. 

He is survived by his widow at Wa- 
ban, his father, mother and sister at 
Williamsport, Pa., where he was born. 
Funeral and committal services were 
held from the home of his parents in 
Williamsport on Monday, Oct. 31. 





Dies at Al Ruby Funeral 


CHiIcaco—Max Oberdorfer, Chicago 
representative of Dodge, Bliss & Perry, 
Newburyport, Mass., died on Tuesday 
while attending the funeral of Alfred 
Ruby. Heart disease was the cause of 
death. 
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Durability ... With no excess in mass 
or weight . . . elements just as essential 
in a box toe material as in the proper 


construction of a Dirigible. 


© Celastic Box Toes furnish these 


requirements. 


WT 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 








P) 











SALESMEN WANTED 


LINE WANTED 


FOR SALE 





ONE OF AMERICA’S oldest and largest 
makers of Children’s Stitchdowns in the 5/2 
run are open for resentation in the follow- 
ing states: North Carolina, 
Tennessee, Kansas, Nebraska, Iowa and Minne: 
sota. Applications are solicited from salesmen 
now traveling these states and who are in posi- 
tion to carry an additional line. Addfess D-174, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N.. Y, 





LAkGE St. Louis distributor of Women’s In- 
Stock Novelty Footwear priced to retail at 
$1.79 to $4.00 through a national expansion 
program for the Spring 1933 season has avail- 
able some very select territories and is con- 
sidering applications for Arkansas, Florida, 
Iowa, Indiana, Louisiana, Mississippi, North 
and South Carolina, Ohio, Oregon and Wash- 
ington, Virginia and West Virginia, Wisconsin 
and other desirable territories. This is a fast 
selling and volume line that is established from 
coast to coast and offers very attractive earnings 
and permanent connection. he men we want 
must have shoe road selling experience, must 
be interested in a connection with a strong 
organization and desirous of an opportunity to 
make money. When applying state experience 
and age. Address D-175, care Boot S 

ale 239 West 39th Street, New York, 





SUCCESSFUL exclusive Milwaukee children’s 
shoe factory—with over 500 distinct sizes 
and widths in stock—wants four more 

salesmen on commission basis. Very popular 
prices; outstanding values, liberal advertising 


and —— cooperation. No objection 
to non-conflicting lin Write fully. Address 
D-176, care Boot & & Shoe Recorder, 367 West 


Adams St., Chicago, III. 





WANTED: Salesmen covering territory by 
car to carry as side line manufacturers’ 
fast selling line of in-stock children’s shoes, 
sizes two to eight. All territories. State line 
now selling and territory covered. Confidential. 
Address D-177, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 


South Carolina, * 


WANTED: Women’s line of Arch Shoes re- 
tailing from $3.00 to $4.00 for California, 
Ore. and Wash. ‘Thoroughly acquainted with 
trdde. Furnish references. Address D-180, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED: Women’s line of sport oxfords 
to retail for $3.00 for Pac. Coast terri- 
tory. References. Address D-179, care Boot 
and Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





WOMEN'S Novelty Line Wanted for Pac. 
Coast territory. 15 years with one firm. 
References furnished. Commission basis. Ad- 
dress D-178, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SPACE WANTED 





WANTED: Desirable Shoe Department in 
ready-to-wear or department store by one 
who ,is accustomed to selling the better grade. 
At present in business with partner in family 
shoe store. Address D-181, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





FOR RENT 





FoR RENT, shoe store, corner store, 100% 
location Ithaca, Cornell college town, low 
rental. Address D-182, care Boot and Shoe 
sovaseer, 239 West 39th Street, New York, 





HELP WANTED 





FOLLOWING territories available immedi- 
ately: Virginia; North and South Caro- 
lina; stern Pennsylvania; New Jersey and 
Delaware; Western Ohio and Eastern Ken- 
tucky; Iowa; Texas. Some with estab- 
lished business; others fair. Straight commis- 


sion only. No objection + non-conflicting line. 
Give full particulars and references in first 
letter. CHIPPEWA SHOE MFG. CO., Chip- 


pewa Falls, Wis. 








ee ee ae 
$1.25. When a box 


word of the address should be 











Lines Wanted” 
75 cents. For all other classified advertisements the 
number is desired twelve words should be added — the address. In all other cases 
counted. 


|e gab aod CHAIN STORE MAN- 

Openings in suburban Cities near 
rast fon :™ several competent seasoned chain 
store men with reliable Christian _ special- 
izing in nationally advertised line of Women’s 
shoes. Must have had thorough training and 
experience in proper fitting of women’s high 
grade or corrective footwear. Address D-183, 
care Boot and Shoe pongeeer, 239 West 39th 
Street, New York, N. 








CLASSIFIED ADVERTISING RATES 


advertisements is 4 cents poh word for all undisplayed advertisements. 
is 7 cents per 

















FOR SALE—Shoe Store Fixtures in estab- 
lished successful going business, good loca- 
tion Florida eye Meo start in business soon 
as stock is sold. Ch rent. Address D-165, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





MERCHANTS’ NEEDS 








VANITY BOWS i 





“Leather and Beaded Bows are in great 
demand now. 


At present we offer Leather and Beaded 
Bows and also those in crepe, moire and 
other fabrics. 


Prices $1.50 to $4.00 per oo pote. 
Special Discount for volume buyers. 


Write for a dozen assorted bows yow! 


VANITY NOVELTY 
WORKS 
1261 Atlantic Ave. 


BROOKLYN N. Y. 











SHOE CARTON LABEL 
SPECIALISTS 
7) 


THE AMERICAN PRINTING s° LABEL CO 


CINCINNAT!. OHIO 


SamAks 


Mice how for 














word. Minimum charge 
each 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
i “7 Advertisements for this page must be in our New York office on Friday of the week preceding aneoasnecie 











When writing advertisers please mention Boot and Shoe Recorder 
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SHOE MEN 


When in New York Stop at the 


HOTEL PLYMOUTH 


49TH ST. NEAR BROADWAY 


Yow’lt like the rates—service—hospitality 


SINGLE $2.50 UP — DOUBLE $3.50 UP 


BOOT AND SHOE RECORDER 
TRADE MARK SECTION 


THE LATEST AND MOST 
COMPLETE LISTING OF 
TRADE NAMES OF THE 





SHOE, LEATHER AND ALLIED 
400 ROOMS 
INDUSTRIES P UBLISHED All with bath, shower, radio, circulating ice-water 
PRI CE $1. 00 Five minutes walk 2 oS Se all transportation 


MAKE RESERVATIONS NOW FOR DECEMBER 
DISPLAY WEEK IN NEW YORK 


J. J. SCHAFER, MANAGER 


BOOT AND SHOE RECORDER 
239 WEST 89th STREET, N. Y. C. 
































MERCHANTS’ NEEDS 








RECORDER 
Window Display 
CARDS for 
NOVEMBER 





Here’s a typical comments es find your 








eard service very valuable and indis- 
pensable.”’ 








Colorful, Artistic 
14 Different Texts 
to Select from 
Cards 7 x 12—3 colors 
Price Tickets Included 


Special Introductory Service 
3 cards, with blank tickets 
without card holders... .$1.50 


per month 

7 Card Service..... $3.00 
9 Card Service. .... 4.00 
13 Card Service..... 5.00 


Card Holders Supplied 
Samples sent on request. 
Merchants Service Dept. 
BOOT & SHOE RECORDER 


367 W. Adams St. 
Chicago, Ill. 














Suit Over Tax Payments 


RocHESTER, N. Y.—Whether or not 
the Sherwood Shoe Co., Rochester 
manufacturer, will collect any or all 
of $35,000 it alleges was paid the 
United States Government in re- 
putedly excess income and profit taxes 
in 1918 rested last week with District 
Judge Simon L. Adler after a hearing 
at Canandaigua. 

The company, which sued the estate 
of Bert P. Gage, former collector of 
internal revenue, alleges the payment, 
$9,000 in eash and $24,000, credited by 
Gage to cover deficiencies; was made 
after the time limit of the statute of 
limitations had expired. Judge Adler 
took the case under advisement. 





Adopts New Price Policy 


CINCINNATI—The H. & S. Pogue Co., 
Fourth and Race Streets, have an- 
nounced a new sales price for shoes in 
their Young Moderns shop. The price 
is $6.85. Plain suedes and _ suedes 
trimmed in baby calf, reptiles and liz- 
ard vamps priced at $10.50 to $15 are 
the leaders in the main shoe shop on 
the first floor, Mr. Rasmussen, the 
shoe buyer, is gratified at the steadily 
increasing sales and general upward 
trend of business in his department. 





Style and the Law 


A maker of shoe patterns in Haver- 
hill has sued a shoe manufacturer for 
$50,000 damages, alleging that dam- 
ages to such an amount were suffered 
by him when the defendant loaned to 
another shoe manufacturer patterns 
of stylish shoes designed by artists in 
the pattern maker’s studio. 

One point in the suit is this: the 
shoe manufacturer, having bought the 
patterns, may claim ownership of 
them, and a right to do what he 
pleases with them. But the maker of 
the patterns claims the right to the 
style in them, the same as an inventor 
claims a right to an invention in a 
machine, and denies the right of the 
shoe manufacturer to do what he 
pleases with the style in the patterns. 

This point is of far reaching pos- 
sibilities, 


WANTED TO PURCHASE 


HIGHEST CASH PRICES 3 
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leases taken ever. Transactions confidential. 
Est. 1890 

MAX GLAUBERG P 

327 Church St. New York City a 
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We will pay the best price for 

your surplus or entire stocks of shoes, 

general merchandise or department 

stores. Leases assumed. 

Phone - Write Cc 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 











We will buy from manufacturers, 
jobbers, and retailers, entire or 
surplus stocks of shoes. Our outlet 
enables us to handle large and 
small quantities. 


KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone CAnal 6-4298 and 4299, 




















Better Business Drive 


Cuicaco—Friday, Oct. 21, was State 
Street Day. This was the largest co- 
operative merchandising event in the 
history of the city and exceeded all 
expectations in crowds and sales, ac- 
cording to managers and heads of 
departments. This drive for better 
business was the most spectacular that 
Chicago has known. It was organized 
by the State Street Council, a perma- 
nent organization made up of owners 
and users of property along the im- 
portant shopping district. All busi- 
ness men in the district cooperated, 
according to H. W. Rieger, executive 
secretary of the Council. Many stores 
made considerable additions to their 
salesforce, some of which it is expected 
will be retained over the holidays. 
Officials of the stores and various 
manufacturing enterprises report that 
during the past few months there has 
been a noticeable strengthening in de- 
mand for commodities, employment 
conditions have been improving and 
the attitude of the consumer in buying 
has been more cheerful. 
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Is Shoe Production Changing? 


[CONTINUED FROM PAGE 21] 


But that the large Style Conference 
gathering should be held in December, 
to give the industry time to digest the 
report of the committee, and then to 
present to the retailers of the country, 
during the National Seasonal Opening 
for shoes and accessories, a pageant of 
shoes and ensembles and discussions by 
leading stylists, illustrating and drama- 
tizing the style trends. 

“The National Shoe Retailers’ Asso- 
ciation, however, informed me that it 
did not approve of the enlargement of 
the committee to include other than re- 
tailers. I have therefore withdrawn my 
suggestion as to the enlargement of 
the committee; but in view of the en- 
dorsement of all of those with whom 
I have had correspondence on the sub- 
ject, except the Retailers’ Association; 
and with the approval of the directors 
of the National Boot and Shoe Manu- 
facturers Association, we have gone. 
forward with4our plan for the holding 
of the large Style Conference Meeting 
in December, based upon the assurance 
of support from those who have been 
active in the Style Conferences in the 
past. 

“The large Style Conference gather- 
ing on Dec. 5 will be conducted under 
the direction and management of the 
National Boot and Shoe Manufacturers 
Association, with the cooperation of the 
stylists and fashion editors who have 
unanimously favored the plan. The 
National Boot and Shoe Manufacturers 
Association feel justified in undertak- 
ing the expense of the meeting for the 
benefit of the industry. 

“It will be our effort to present more 
authoritative style information and 
shoes more representative of the in- 
dustry, than any meeting heretofore. I 
am also assured of a more representa- 
tive showing of gowns and ensembles 
for the Spring, for the meeting in De- 
cember. The manufacturers will be in 
a far better position to put on a dis- 
play of Spring shoes in December; and 
advices from Europe and leading styl- 
ists in this country will be more crys- 
tallized; and we believe that a far 
greater work can be done for the in- 
dustry in establishing style trends dur- 
ing the week of the National Seasonal 
Opening, when there ave so many re- 
tailers in New York. 
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Scout Footwear 
in Demand 


as Uhristmas Gifts 
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Official Boy Scout No. 58 


Boys’ 13-inch Brown Elk 
Moccasin Vamp Blucher, 
Strap and Buckle, Brass 
Eyelets and Hooks, Gro- 
cord Sole, Rubber Heel, 
Welt, Scout Last. B, C, D 
PRs bvcsseres svaes $2.90 


Gent’s Same, 11-inch, Scout 
Last. C, D 11-1314..$2.60 


Men’s Same, 16-inch, Big 
Scout Last. 
B, C, D 6%4-11..... $3.60 


COUT SHOES, especially the 
Official Boots, get a big play 
around Christmas time. 


This year, particularly, sensible 
Christmas gifts are in order. To the 
average boy or girl— whether a mem- 
ber of a Scout troop or not—a pair of 
Official Boots represents the answer 
to a long-felt desire. 


Official Scout Footwear, always a 
profitable, extra sales line, is especially 
quick-turning right now. Write for 
catalog or see the Brown Shoe or 
Central Shoe salesman. Carried in 
stock for. immediate shipment. 


Brown Shoe Co. 
Central Shoe Co. 


MANUFACTURERS ST. LOUIS 
Licensed by the Boy Scouts of America to manufacture 
the Official Boy Scout Shoe. 


Licensed by Girl Scouts to manufacture Official 
Girl Scout Shoes with the PED-A-PIVOT feature. 






Official Girl Scout No. 11 


Girls’ Brown Elk 8-inch Moccasin Vamp 
Blucher, Flex-Dri Outsole, 1-inch Rubber 
Top Heel, Welt, Moccasin Last. AAA 
814-10, AA 8-10, A, B, C, D 214-10. .$3.85 


Official Girl Scout No. 12 
Same. Smoke Elk....... $3.85 
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Official 
Boy Scout 
Shoes 


Official 
Girl Scout 
Shoes with the 


PED-A-PIVOT 
FEATURE 





RECS. 


DAT.OFF 
APPROVED SHOE 
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HOW DO YOU TREAT 


aren’t you, also, fed-up 


We’ve all had our taste of false 
economy. Compromises between 
the good and the worthless be- 


cause the price was so cheap. 


You have had expensive remind- 
ers that sound values are re- 
sponsible for good business and 
a good reputation; that trust- 
worthiness of product, seller and 


price determines value. 


This dependability of product 
and seller is an asset which must 
be reckoned with, from tanner to 
manufacturer, retailer and to the 


ultimate customer. 











GOOD BUSINESS WHEN IT COMES? — 


on value-promises of “bargains’’? 


You are going to have good busi- 
ness; excellent business, in fact, 
on white kid shoes. How will 
you treat your share of it? 


If you are keen on building a 
steady patronage .. . and 1933 
will be a year for making leaders 
. .. you will want to know the 
dependability of the white kid 
you are using. 


“THE WHITEST WHITES” are 
produced in specialized volume 
and priced accordingly; used 
season after season by the same 
people and also by those who 
have tried out “bargain” leather. 


G LEVOR & CO, INC 


"The White Foouse of America” 


iGLOVERSVILLE ~ NEW YORK 











Boston 
New York 


YOUNGSTERS 


LIKE this coffee elk, 
shield tip oxford 
(No. 476W) made 
by the Green Shoe 
Manufacturing 
Company. It has an 
Armstrong’s Cork 
Box for comfort and 


ARMSTRONGS 
CORK BOX TOES 


CuicaGco 
PHILADELPHIA 





lasting shape. oe 
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BUT KEEPS 
ITS SHAPE... 
WON'T WRINKLE 


OMFOR TABLE semi-soft toes for boys’ 

and girls’ shoes? Of course! But hard 
wear won't cause these toes to crease or lose 
their shape. Press any Armstrong’s Cork 
Box Toe with your thumb. Feel the soft 
comfort where tip meets vamp. Watch the 
toe return to shape .. . no wrinkles... not 
a crease. The firm sidewalls and forepart 
keep the toe in shape—it won’t sag or 
““pancake.”’ Because there are three types of 
Armstrong’s Cork Box Toes, each differing 
in degree of flexibility, you can get any 
amount of “‘softness’”” you want in a toe. 
Write for full information about 
all of them. Armstrong Cork €? Armstrong’ 
Insulation Company, 933 Arch 
Street, Lancaster, Pennsylvania. Product 
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CHAFF BEIGE 


VODE COLOR FIFTY-EIGHT is the new, slightly deeper 
beige. Really, it can best be described as a clear, medium tone. 
FIFTY-EIGHT will blend perfectly with the new beiges. It 


has possibilities. for contrasting tone-on-tone effects with pale 


or pastel beiges. VODE COLOR FIFTY - EIGHT can be 





used alone, or in combination with Corosan, Fawn Brown, 


Indies Brown, or Black. 





STANDARD KID DIVISION 


209 SOUTH STREET :: BOSTON, MASSACHUSETTS 
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A Thoroughly Modern Shoe 


SMART 
STYLISH 
LIGHTWEIGHT 
FLEXIBLE 


UCO 


(TRADE-MARE) 


SHOE 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Adds an air of distinction to fashionable footwear without 
adding to the cost. Princess Calf is light of weight .. . 


smooth surfaced . . . fine grained ... with a soft, glovey 


texture. It makes beautiful black shoes .. . just as 


Rosebay Willow Calf makes fine colored footwear. 


MERICAN HIDE & LEATHER 
COMPANY 


BOSTON 
NEW YORK. N. Y. BT. LOUIS " MILWAUKEB COLUMBUS PARIS, FRANCE 
LEICESTER, ENGLAND 
DOLLIVER AND BRO., SAN FRANCISCO 
AGENTS FOR THD PACIFIC COAST AND ORIENT 
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OR AO y EARS Florsheim Shoes have satisfied 


their wearers. They’ve earned their 





















reputation for greater value, smarter 
style, better fit and more comfort by 
performance. Compromises have no 
place in the making of Florsheim Shoes. 
They’re just what they appear to be 
— excellent shoes that look better and 
wear longer because of their quality. 
The In STOCK Department will assist 
you in establishing Florsheim Shoes 
in your community. Write for a cata- 
logue or ask to have a salesman call. 


n Stock 


The Wynn—S-458 — an imported 
Brittany grain brogue with custom 
lines. Also carried in Brown—S-459 





To Retail at 


Mest Styles 





The FLORSHEIM Shoe 


Tue Frorsueim SHok Company + Manufacturers + Chicago 
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